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vr xx In the air — on land — on the sea and under the sea — precision tools 
of war manufactured by Minneapolis-Honeywell are proving their accuracy 
and dependability — just as M-H peace time temperature controls have done 
since 1885 ...In recognition of outstanding achievement in war production, 
the Minneapolis and Wabash plants of Minneapolis-Honeywell were awarded, 
on July 27, the coveted Army-Navy “E”... This tribute to the Minneapolis- 

Honeywell organization is more than mere recognition. It is a challenge 

to produce new post-war miracles which will follow the research and 
engineering achievements produced to meet the war demands. 
Minneapolis-Honeywell Regulator Company. 2721 Fourth 
Avenue S., Minneapolis, Minnesota. 
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“Keep ‘Em Running” applies now to all oil burners 
installed — as well as to our aircraft, ships, tanks and 
other motorized fighting equipment. You can keep oil 
burners running by selling repairs, reconditioning and 
rebuilding service. You can give old gun-type oil burners 
brand new smooth flow of fuel at uniform suitable pres- 
sure; quick, clean, cut-off; increased efficiency. You 
can promote oil conservation, quiet running, better 
heating at lower cost. You can make all these improve- 
ments easily and quickly by putting in a Sundstrand 
Fuel Unit to replace obsolete or worn pumping equip- 
ment — it’s a life-saver. S-1, single stage, gives 2-stage 
performance on ordinary installations. S-2 with tandem 
Rota-Roll pumps, meets unusual requirements. Sundstrand 
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Fuel Units are available now; in capacities up to 25 
g.p.h., for all types of bracket or foot mounting, for 
right- or left-hand rotation. 


Get Sundstrand Fuel Units NOW! 
For any gun-type oil burner 


Check the oil burners in your territory! For gun-type 
burners that need new pressure regulation, fuel-flow, or 
cut-off, regardless of make or age, you can probably get 
a Sundstrand Fuel Unit — a life-saver. But act NOW, 
without delay. Complete information about Sundstrand 
Fuel Units; their capacities, notable performance, and 
easy installation; will be supplied promptly on request. 
Write us, today. 


The Rota-Roll Pumps used in Sundstrand Fuel Units are patented and manufactured only by Sundstrand 


Sundstrand Pump Divisign 
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ET’S HELP CONSERVE ALL 


N. one fuel can be expected to carry the load of heating homes on the 
Eastern seaboard. It is necessary to conserve all fuels—oil, gas and coal 
—if transportation bottlenecks are to be avoided and homes are to be 


kept warm during the period of emergency. 


According to government sponsored tests, it is estimated that 25 to 30% 
of the fuel oil now being used in the average heating plant can be saved 
by proper adjustment of the heating system and the replacement of 
worn parts. Insulation of the home to prevent heat leakage gives further 
savings. Certainly a goal worth striving for, and one well-deserving of the 


added revenue that will be derived from such service. 


Your customers will appreciate too, your interest in their welfare and the 
savings in both money and fuel. A satisfied service customer now may 


mean a new customer for an oil burner after the war. 


Published in the interests of the oil-heating industry. 





THE TORRINGTON MANUFACTURING COMPANY 


TORRINGTON. CONNECTICUT 


Manufacturers of AlRotor Blower Wheels and AIRistocrat Quiet Propeller Fan Blades 
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Names in the news ¢ ON fT Sy. 2 


G. A. Bassett has been elected president 
of Gar Wood Industries, Inc., Detroit. 
Mr. Bassett started with the company 28 Fueloil to Be Rationed 13 
years ago. 


SUBJECT PAGE AUTHORS 


E. E. LYNCH & 


Thermostat Fuel-Saving 15 
R. W. DRAYER 


Stanley C. Schuler, recently resigned 
as associate editor of House Beautiful, is 


.@ 
now in the public relations section of the Service Management 18 A. B. WOLLE 


General Electric Company at New York. Vaporizing Pot Type Burners 21 £&. P. MURR 
Ronald Allwork, who has been chief Weatherstrips Save More 24 
of the Planning and Projects Section of , 
the Plumbing and Heating Branch of Efficiency Chart for Users 44 
WPB, has been named deputy chief of the Control Wiring for Conversions 50 
branch, according to W. Walter Timmis, 
chief. 
F. J. Wakem, Johns-Manville Corp., NEWS 
New York, has been named a member of DEPARTMENTS 
the Asbestos Textile Industry Advisory F am 
ree Service May be Char 
Committee of the War Production Board, = «ai ed 44 
Washington. 5 Names in the News 
William C. Eberle, formerly of Atlan- L-63 Is Reissued 26 
tic Refining Co., Piladelphia, is the new ion 4 
District 1 transportation director for the 6 Editorial Leaks 
OPC, with headquarters at New York. Emergency Committee Moves 28 
James Crombie, formerly of Cincin- 10 ‘Trend of Sales 
nati, has joined The C. A. Olsen Mfg. Engineering Committee Reports 34 


Co., Elyria, Ohio. 


D. E. Buchanan has been appointed di- 38° New Products 
rector in charge of the OPC District 3 Gas Stopped September 1 36 
headquarters at Houston, Tex., succeed- 
ing Grady H. Vaughn, who is being 
transferred to Washington in charge of 
reclaiming oil field equipment for war 
uses. 


Wilbur E. Forbes, president and direc- 
tor of Glenwood Range Co., Taunton, 
Mass., has resigned and sold his interest 


COPYRIGHT 1942, HEATING PUBLISHERS, INC. ALL RIGHTS RESERVED. NO 
PART MAY BE REPRINTED IN ANY FORM WITHOUT WRITTEN PERMISSION. 
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in the company. Malcom Leach, formerly { Ly By HEATING PUBLISHERS, INC., 232 MADISON AVE., NEW YORK, N. ¥., 
vice-president, has become president; Rob- BY CONTRACT WITH FOWLER-BECKER PUBLISHING COMPANY, OWNER OF Yearly: 
be . , FUELOIL JOURNAL (VOL. XXI, NO. 3), AND HEATING JOURNALS, INC., 
ert M. Leach, chairman of the board: and OWNER, AIR CONDITIONING & OIL HEAT ( VOL. XV, NO. 9) , SEPTEMBER, ’42. $3 
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HEATING PUBLISHERS, INC., 232 Madison Ave., New York Canadian: 
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There comes a time when all good 
things must end. We have enjoyed the 
Government’s Dog and Pony Show this 
summer, and laughed at the clowns, but 
it is time the show closed and went into 
winter quarters. Northern New England 
already is calling for heat, and it is time 
to quit the comedy and deal with the seri- 
ous fuel situation in the East. 

Homeowners have been waiting for 
months for figures on the probable oil 
shortage along the Atlantic Seaboard, but 
not until the end of August did the timid 
estimate come out of Washington that 
75% of normal fueloil demand would be 
available, or 90% of last season’s demand. 
That, at least, is a figure though it comes 
too late to influence voluntary conserva- 
tion and conversion very much. 

The scare campaign to convert domes- 
tic oilburners has flopped. Less than 1% 
have converted to coal for obvious and 
oft-stated reasons. This has saved about 
561,000 barrels out of a normal light oil 
demand of 82,500,000 barrels. That won't 
solve the promised oil shortage. 

If domestic oilburners must be taken 
out, it now becomes the duty of Govern- 
ment to name them and order them out. 
Obviously, the least efficient and most 
wasteful installations should be converted 
first. In this way the maximum amount of 
fuel saving can be effected with the least 
expenditure of time and materials. It is 
equally obvious that voluntary conver- 
sions are not the way to get oil-hogs con- 
verted, since the most conscientious home- 
owners who will convert usually are those 
who are sufficiently interested in their 
heating problems to keep their burners op- 
erating efficiently. 

Wasteful installations should not be too 
hard to find. They usually leave their 
mark in the delivery records of the oil 
companies. Those domestic installations 
using in excess of 3,000 gallons a year, for 
instance, could be quickly investigated, 
the efficiency checked and a report and 
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recommendation made on the spot. This 
also would make possible a positive record 
of the grates, doors, and accessories 
needed, along with their specifications, 
thus avoiding the waste now being per- 
petuated in the casting of miscellaneous 
sizes and shapes of grates in the hope that 
they can be sold. 

It is time to stop making faces at the 
public. If there really is to be an oil short- 
age (and Government is guarding the 
facts well) it is only reasonable now that 
we should be told not only what we must 
do, but who must do it. 
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Petroleum Coordinator Harold L. Ickes 
took the very understandable opportunity 
to shout, “I Told You So!” in the August 
29 issue of Liberty. Mr. Ickes has a tough 
job, and he has taken a bad ribbing for 
his 18-month-old oil shortage, which is 
now becoming acute in the East. If he feels 
like giving his critics a verbal spanking, 
there is no harm done, but it solves none 
of the pressing problems that have arisen, 
since it leaves the public without the in- 
formation that would move it to necessary 
action. 

As Mr. Ickes has told us, we now have 
an oil shortage, but he has not yet told us 
how much of a shortage we have. Figures 
on distillate oils in storage have been for- 
bidden the public. If these figures can be 
of any possible use to the enemy, we pre- 
fer that they be kept secret, but it is hard 
for the layman to understand how heating 
oil figures would give comfort to Hitler 
or Hirohito. 

We are glad to have Mr. Ickes tell us. 
Unfortunately, the information we need 
hasn’t been released yet. 
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Fueloil rationing on the Atlantic Coast 
is all but a fact. Though no formal an- 
nouncement has been made, reports out of 
Washington indicate that rationing will 
start on October 15. 

With rumors current that rationing 
may be extended to the Middle West, the 
American Institute of Public Opinion has 
sounded out Middle Westerners through 
a Gallup poll on the subject. 

“Would you be willing to have the gov- 
ernment cut down on the amount of fuel- 
oil the people in Ohio, Indiana, Illinois 
and Michigan can have this winter in or- 
der to send some to New England?” was 
the question asked, and though replies 





were not exactly enthusiastic, they were 
most generous. 

Of all the replies, 68% answered yes; 
18% said no; and 14% were undecided. 
When only the replies from oilburner 
users are considered the count becomes 
57% yes, 27% no, and 16% undecided. 
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High on the list of things to come in 
the ever tightening circle of restriction on 
civilian business is concentration of manu- 
facturing in fewer and smaller plants— 
plants for the most part located outside 
the areas of critical labor supply. The 
start has been made. We can expect it to 
continue. 

One of the first businesses to feel the 
effect of concentration was the stove in- 
dustry. Big manufacturers were removed 
from their regular civilian business first, 
and smaller manufacturers were restricted 
according to their location and the sup- 
ply of labor. 

Now the typewriter industry has been 
concentrated. All new typewriters made 
for the duration will be manufactured at 
the plant of the Woodstock company, one 
of the smaller manufacturers. 

The heating industry can expect that 
the pattern will be used again and again. 
Such oilburners as may be ordered made 
in the future probably will come from the 
plant of one of the smaller and more ob- 
scure manufacturers. It is important that 
all possible manufacturing be removed 
from metropolitan areas where labor is 
short, transportation difficult and ma- 
terials scarce. 

This does not mean that any one manu- 
facturer is likely to corner the market. 
There is not likely to be much market, and 
the products probably will be unbranded 
“Victory” models, using as little critical 
material as possible. 


© 


One of our harried friends summed up 
the scare campaign the other day in the 
smoking car of the Glenwood Local. “Aw, 
nuts,” says he, ‘““My income has dropped 
20% since the war started. The cost of 
living has gone up until the wife’s house 
allowance won't cover it. I'm trying to 
pay my income tax this year and wonder- 
ing where the bigger one will come from 
next year. And they think I’m going to 
spend money to tear out the oilburner and 
buy a year’s coal supply now?” 
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People are worried these days. They’ve been your customers—can 
be your customers again—and they’re looking to you for help. 
This is your chance to make friends for a lifetime. 


These people are looking to you for a service that’s extremely 
important—not only to them, but to the nation. They’re willing 
to sacrifice the complete comfort they’re used to, but they know 
that civilian health is an essential, that minimum heat is a must. 


It’s a tough assignment. It’s so tough that we can hope to do 
it only if each one of us does his utmost to meet the situation. 
Maybe at times we'll be doing jobs with 95% ingenuity because 
only 5% of the right parts are available. Maybe we'll have to use 
our wits to work out a substitution to cope with a temporary 
shortage of the right kind of fuel. But whatever it takes, it’s a 
challenge our industry must meet. 


For there is another day coming—a day in ‘which pent-up user 
demand and startling product improvements now being perfected 
will combine to give us all a market of vast new proportions. 
Friends earned the hard way now will be sure, easy-to-sell customers 
when that day comes. 


PERFEX CORPORATION 


500 West Oklahoma Avenue Milwaukee, Wisconsin 
MAKERS OF 
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* Every employee of the Kewanee Boiler 
Corporation is proud of this achievement 
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KEWANEE, BOILER CORPORATION 


KEWANEE, ILLINOIS 
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(Midnight on the Albany Post Road, as the big Mack, 
*Honeygirl,”? rolls back onto the job out of an all 
night eatery. Sketched from life by Peter Helck.) 


How can you beat it? 


THE VERY FIRST MACK ever built stayed in service for 17 years. The ninth 

Mack, built in 1901, is still in running condition, although retired 

after a million miles of service. Right now, 7 of every 10 Mack trucks built 

10 years ago are still on the job. How can you beat a record like that? 

Where else can you find trucks equal to these? The answer’s simple 

—you can’t! From one ton to forty-five tons, a Mack is your best truck TRUCKS 


in the end because a Mack is more truck to begin with! FOR EVERY PURPOSE 


Mack Trucks, Inc., Long Island City, NoY¥: ONE TON TO FORTY-FIVE TONS 


Plants at Allentown, Pa., New Brunswich, N. J., Plainfield, N. J.; 
Factory branches and dealers in all principal cities for service and parts. BUY U. S. WAR BONDS 


§F YOU’VE GOT A MACK, YOU’RE LUCKY...§8F YOU PLAN TO GET ONE, YOU’RE WISE! 
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SHIPMENTS, in Thousands of 
Domestic Oilburners & Units ——— 
Domestic Gasburners & Units 
Domestic Stokers ———— 





DEC MAR JUN SEP DEC MAR JUN SEP DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1940 1941 1942 


Shipments of Oilburners and Units 
Adjusted to include manufacturers other than the 148 reporting to 


Census Bureau, FuELoi. & Or Heat's estimates of shipments are: 
JUNE ——————SIX MONTHS 








Percent Percent 
1942 1941 Change 1942 1941 Change 
Conversion 2,623 28,990 —90.9 52.072 115,480 —54.7 
Boiler units 698 3,398 —79.5 6,285 14,700 —57.3 
Furnace units 1,586 3,931 —59.8 11,520 17,823 —35.4 
All domestic 4,907 36,319 —86.6 69,977 148,003 —52.7 
Commercial 5,360 3,621 + 48.0 28,703 16,435 med fe 
Total 10,267 39,940 —14.4 98,680 164,438 —40.0 
120 
CONVERSION BURNER PRICE INDEX 
RETAIL —————-_ (Jan.1940 
WHOLESALE ——=— ; 
Ho 
100 
90 
80 
DEC MAR JUN SEP DEC MAR JUN SEP DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1940 194] 1942 


Price Index: Conversion Burners: Jan. 1940 is 100% 


WHOLESALE RETAIL 
July 105.0 Six monthsago 102.4 July 111.5 Sixmonthsago 108.4 
June 104.0 Yearago 93.4 June 108.6 Yearago 100.0 
July Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
Top price* Low price Top price* Low price Top price* Low price 
Highest $375 $195 $775 $395 $725 $395 
Lowest 200 169 415 345 400 180 
July aver. 252 181 492 373 472 329 
June aver. 256 178 462 375 470 331 


*Top price key dealers for conversion burners are those whose minimum 
retail prices are $200 or more; for boiler-burner and furnace-burner 
units (exclusive of duct-work) those whose minimums are $400 or over. 


INDEX OF BURNER PERMITS in 43 Cities ———— 

(Average of 1936-7-8 =100) 260 

INDEX, OF NEW HOME PERMITS 
in 


2 


an 
o 





Trend of sales 


WHEN OILBURNER PRODUCTION STOPPED 
May 31 there was interesting conjecture 
as to what would happen to the ninety 
thousand burners and units in the hands 
of factories and dealers. They are slow- 
ly trickling into use, a few to new homes, 
more to replace old burners, and others 
to Government buyers of various stripe. 
Preliminary estimate of July installations 
is 5,911, down 81% from July last year. 
This compares with 7,264 in June this 
year and 10,140 in May. However, with 
L56 prohibiting burner replacements and 
L79 having been revised August 11 to 
eliminate the point on which it conflicted 
with L56, that of permitting burner re- 
placements to save oil, it now appears 
that Government will be about the only 
buyer after a few more weeks when all 
dealers understand that they can’t sell 
fuel-saving replacements. 

July oilburner permits from 40 cities 
showed an 80.3% drop, while similarly, 
reporting key dealers were down 82.4%, 
both compared with July 1941. It is in- 
teresting that, of the few sales made, East- 
ern cities did as well as Western. Boston, 
for example, had less drop than Minne- 
apolis, Providence less drop than St. 
Louis, Norfolk increased 138%. 

PRICES: The price index is slightly up, 
both wholesale and retail, while individ- 
ual classifications of product show mixed 
trends. This is one month in which the 
conversion burner price index contradicts 
the dollar figures. The index is more 
nearly accurate, because its basis is a 
group of widely scattered individual deal- 
ers who religiously report month after 
month, so that their prices are always di- 
rectly comparable with other months. 
The dollar prices shown on page 1 are 
the average of all reporting dealers, many 
of whom report now and then, but not 


ate 240s with monthly regularity, and whose re- 
220 adjusted for 220 turns are valuable in their other phases. 
200 200 stocks: Reporting dealers had an av- 
180 180 erage of 21 burners each in stock. This 
160 60 ~©=—« iS: not_-correctly comparable with last 
140 140 month’s average, for some largest key 
: dealers did not report stocks this month; 
i290 120 ; 
perhaps they are understaffed and their 
100 100 
6 own records delayed. In any event, deal- 
é ers appear to hold at least half of the 
24 nad total 74,500 burners and units in the 
DEC MAR JUN SEP DEC MAR JUN SEP DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC country’s stocks at the end of July. 
September 
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SERVICE INCOME: July service income 


Oilburner* and Building Permits 


Baltimore, Maryland 
Binghamton, New York 
Bloomfield, N. J. 
Boston, Massachusetts 
Bridgeport, Conn. 
Buffalo, New York 
Des Moines, Iowa 
Detroit, Michigan 
Elizabeth, N. J. 
Freeport, New York 
Greenwich, Conn. 
Hackensack, N. J. 
Hartford, Conn. 
Hudson County, N. J. 
Irvington, N. J. 
Lynn, Massachusetts 
Milwaukee, Wisc. 
Minneapolis, Minn. 
Morristown, N. J. 
Mt. Vernon, New York 
Newark, New Jersey 
New Bedford, Mass. 
New Haven, Conn. 
New Orleans, La. 
New Rochelle, N. Y. 
New York City (total) 
Brooklyn-Queens 


Manhattan, Bronx, Rchd. 


Norfolk, Virginia 
Oakland, Calif. 
Omaha, Nebraska 
Orange, New Jersey 
Passaic, New Jersey 
Paterson, N. J. 
Plainfield, N. J. 
Portland, Maine 
Portland, Oregon 
Providence, R. I. 
Reading, Penna. 
Richmond, Virginia 
Rochester, N. Y. 
Rockville Center, N. Y. 
Salem, Massachusetts 
St. Louis, Missouri 
St. Paul, Minnesota 
Seattle, Washington 
Springfield. Mass. 
Stamford, Conn. 
Syracuse, New York 
Trenton, New Jersey 
Utica, New York 
Washington, D. C. 
West Orange, N. J. 
White Plains, N. Y. 
Wilmington, Delaware 
Worcester, Mass. 
Yonkers, New York 


of key dealers averaged $1,546, up 18% as a te apie 
from an average of $1,314 by the same 1942 1941 1942 1941 
dealers last year. Oddly, however, this 87 7s if 
is dewn from the June average for the ig ie ss i 
same group, of $1,981. May service in- by bie bs po} 
come was $1,016, April was $1,190. 6 fe a “a 
Burner service in summer is rarely emer- é0 50 553 597 
gency service; it’s get-ready-for-next-sea- 3 17 51 147 
son service. July’s drop from June re- 0 16 52 115 
flects confused thinking of both oilheat- ca 
ing public and dealers over the coming 4 ¢ 7 pie 
season’s probabilities; again it reflects 0 5 48 90 
dealers’ distaste for service business at ss 3 183 286 
March ceiling prices. 5 116 284 539 
CONVERSION TO COAL: Dealers estimate 6 z 43 194 
conversions from oilheating to coal among 13 72 169 477 
their own fueloil and service customers, 7 ye a pee 
and in their markets as a whole, ranging 2 2 17 14 
from none in many cities up to a high - jun “in ee 
point of 3% in a Boston suburb; average 121 1273 2390 7439 
is 68/100 of 1% converted, to August “as sy Py eo 
1. Dealers have considerable influence 2 1 14 16 
with oilheating users on the question of 7 7 — % 
whether or not to convert. The public 0 8 32 72 
does not take newspaper scare stories . 19 43 123 
seriously; it does ask dealers for opinions. "9 8 64 172 
When asked by a customer or friend - = i pe 
what to do about conversion to coal, 17% ie = ae ea 
of reporting dealers advise that it be done a pe a a 
if equipment is available, 30% of deal- 0 41 58 138 
ers definitely advise against it; the re- a aaa aa 
maining 53% of dealers recommend that 7 142 364 667 
the fueloil user mark time until the com- 7° ve . . 
parative fuel picture is clearer. ‘0 “9 46 111 
DEALER COMMENTS: Typical examples 2 4 21 50 
of dealer thinking at beginning of Au- a ai if > 
gust are: Burner service looks good, con- 111 228 831 1841 
versions no good, stokers slow. . . . Still Y 19 43 150 
have free service but it doesn’t cover so 3 36 97 289 
: : : 8 34 188 412 
much, hope to stop it entirely. . . . Fifteen 4 33 125 283 
companies or individuals selling and ser- me : 3968 — ; 24960 Totals 


vicing oilburners in our town have quit, 
leaving us to handle 2/3 of all service 
required, so we plan to eat “3 a day” 
all winter. . . . We sold 170 coalfired 
furnaces to builders of defense houses in 
July. . . . We are converting 300 stores 
and apartments back to coal, it’s starting 
with a bang on this class of building. . . . 
We have a lot of A1A work in our sheet 


Percent Change 


DWELLINGS 

July July 7 MONTHS 
1942 1941 1942 1941 
138 474 1091 2412 
1 10 15 60 
30 38 4«116—Ss«d132 
5 20 89 282 
15 19 84 »=«118 
42 97 507 453 
492 1220 5173 7116 
0 2 5 24 
a 15 22 «106 
0 19 40 717 
0 "2 38 8 
1 10 26 83 
128 114 483 619 
18 121 327 750 
0 0 6 7 
0 7 19 34 
"8 137 799 449 
12 116 281 ©6535 
0 1 3 10 
2 25 24 =—:139 
0 7 37 29 
3 18 23 91 
284 144 931 1100 
0 22 39 «ll 
0 4 8 30 
23 49 225 ~~» 442 
0 21 14-107 
1 2 7 19 
is 100 182 500 
88 416 1462 1733 
63 25. 310 148 
14 9 81 71 
0 0 1 1 
0 1 57 20 
"3 22 20 82 
0 8 3 39 
0 14 13 99 
1387 3309 12561 18036 
hg °. 2 Sal; 
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metal shop, which more than offsets our 
loss in burner volume. 


. . . Our loss in 


last month because of L56 it was not 
the practical thing to do; our town should 


oilburner and boiler sales is made up by 
increase in insulation and storm window 
business. . . . Our market is close to oil 
production; coal is 400 miles away; so 
while we refused 30 burner orders in the 





convert all coal burners to oil. 

COMPETITIVE FUEL EQUIPMENT: Final 
estimates of factory shipments of home 
heating equipment for the first half of 
the year are: 


























—__—_—_____ JILHEATING GASHEATING STOKERHEATING 

Conver- Boiler Furnace Conver- Boiler Furnace (Classes 1 & 2) 
sion units units Total sion units units Total Bitum. Anthr. Total 
January 16,259 1,027 2,199 19,485 793 1,314 5,560 7,667 5,741 764 6,505 
February 14,070 1,743 2,019 17,832 2,300 804 3,472 6,576 7,524 744 8,268 
March 9,789 1,482 2,179 13,450 763 440 1,490 2,693 10,140 1,612 11,572 
April 6,080 1,170 1,696 8,946 324 957 2,251 3,532 8,626 1,224 9,850 
May 3,351 165 1,841 5,357 68 632 790 1,490 4,237 823 5,060 
June 2,623 698 1,586 4,907 76 655 2,674 3,405 11,000 1,327 12,327 
Total 52,623 6,285 11,520 69,977 4,324 4,802 16,237 25,363 47,268 6,494 53,582 
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TODAY AND 


TODAY—Timken is launching a great national news- 
paper advertising campaign to establish Timken 
Dealers as oil heating headquarters . . . to build good- 
will for Timken Dealers now and in the future... 
to direct accessory business and service business on 
all makes of burners to Timken Dealers. The Timken 
factory is carrying on an extensive direct mail cam- 
paign to Timken users to assure them of an adequate 
supply of replacement parts and to suggest that they 
call Timken Dealers for service. The Timken factory 
organization is conducting service schools for Timken 
Dealers and their service men in scores of cities 
throughout the country —in fact, helping in every 
way to protect Timken Dealers’ investments . . . 
helping Timken Dealers build for the future. 


TOMORROW 


TOMORROW—When Victory is won the famous line 
of Timken Wall-Flame Oil Heating Products will 
again be offered to the public. Timken Dealers will be 
in a position to hit new “highs” in sales! They will 
get the same quality products and same thorough, 
resultful factory cooperation which have made the 
Timken Franchise the most profitable in the industry. 
Timken Dealers will get factory training on sales and 
service. They'll get proved sales helps . . . salesmen’s 
portfolios . . . catalogs . . . colorful, effective direct 
mail... field help .. . national newspaper advertis- 
ing. If you are aggressive, with an eye to the future, 
write -today for full particulars on the Timken 
Franchise and for proofs of Timken’s new advertising 
program. 


TIMKEN Wall-Flame OIL BURNERS 


Timken Silent Automatic Division 


THE TIMKEN-DETROIT AXLE COMPANY, DETROIT, MICHIGAN 














Kueloil to be Rationed 


Rationing Will Be Handled By Office Of Price Administration 


developing within the Office 
of Price Administration is the fueloil ra- 
tioning plan that will probably be put into 
effect in District 1 and possibly a part of 
District 2 for the coming heating season. 
To decide whether or not fueloil shall 
be rationed, and if so how, a top commit- 
tee composed of Petroleum Coordinator 
Ickes, OPA Chief Henderson and As- 
sistant Secretary of War Patterson was 
appointed August 23. This committee was 
not to supervise detail of how rationing 
shall be done, other than to determine 
whether it shall be on the “historic” basis 
(a straight percentage cut from last sea- 
son’s consumption to all users, or to all 
dealers) or on the seemingly more equit- 
able basis of need adjusted to efficiency. 
OPA is now developing the latter plan, 
with John G. Neukom as fueloil ration 
ing chief, under Joel Dean, chief of all 
petroleum rationing. Essentially the OPA 
plan is similar to that of the Oil Heating 
Institute, to the one proposed by Robert 
Thulman of FHA, and to the one pro- 
posed to the Fueloil Subcommittee of Dis- 
trict 1 in June by Fuetom & Or HEar. 


On Square-Foot Basis 


Under its provisions, each fueloil user 
would be given an equal number of gal- 
lons per square foot of living area in his 
home, adjusted, of course, to compensate 
for degree-day variation in different sec- 
tions of the country. 

The poorly - constructed, uninsulated 
house with wasteful heating plant would 
get no more oil per square foot than 
would the well-built “thermos-bottle” 
type of home with efficient heating plant. 
Since the basis of determining gallonage 
per square foot would be the average 
house, it follows that the owner of the 
efficient house would get nearly all the oil 
he needs, while the wasteful user would 
have a drastic cut from last year. To de- 
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termine average normal consumption per 
square foot, OPA is now checking several 
hundred homes. 

With fueloil scarce, the homeowner 
who burns it efficiently should be, and un- 
der this plan will be, favored. The owner 
of the fuel-wasting house, probably find- 
ing his allotment represents a cut of 30 
to 40% from last year, has several choices: 
improve the efficiency of his heating 
plant; insulate; weatherstrip; install storm 
sash; shut off part of his house; convert 
to coal, or any number of other possibili- 
ties. When the average citizen faces a 
problem that he clearly understands, his 
ingenuity will usually find an answer. 

In the long run, this forced stopping 
of wasteful oilburning will be all to the 
good for the industry and, more impor- 
tant, for the consumers themselves. 

OPA’s plan contemplates dividing Dis- 
trict 1 into four general zones, from 
North to South. This is not for original 
degree-day calculation, as reported in the 
public press, since obviously those zones 
would be too large. Rather it is to check 
abnormal variations in severity of weather 
so that more or less oil can be shunted 
into the four general zones. The original 
adjustment for normal degree-days in the 
gallons-per-square-foot yardstick will be 
varied to small areas, perhaps as small as 
individual counties. 

An occasional ceiling or upset-point 
will be placed in the procedure. For ex- 
ample, it would be unfair for a family of 
two in a 20 room house to heat all of the 
rooms, so there will be a limit on gallons 
per occupant, through this will probably 
not be needed in many homes. 

Coupons would be used and these 
would be divided to five periods of the 
heating season: No. 1 coupons to provide 
oil deliveries in September, October and 
November; No. 2 for December; No. 3 
for January; No. 4 for February; No. 5 
for March, April and May. In each period 





some coupons would have an undeter- 
mined value, so gallonage would be varied 
to compensate unusually sever weather. 
While the plan is still in the develop- 
ing stage with points to be further studied, 
unofficially it is reported that it assumes 
a 25% overall cut in total supplies, that 
oil in the customers tank is to be deducted 
from coupon books, that the plan will be 
handled through present gasoline ration- 
ing boards and that some 700 houses are 
now being surveyed to check the basic 
idea or rationing to present need rather 
than to some historic consumption data. 


Up to 25% Cut 


Rationing, when applied, will be for 
the purpose of distributing equitably some 
certain amount of oil that can be made 
available. The best present guesses put the 
amount at 75% of the normal demand. 
There is danger in cutting the supply be- 
low that figure, and it’s essential that 
everybody dealing with rationing know 
what the “normal” demand of the in- 
dividual burner is. 

In recent years there has been an ac- 
cepted figure of “around 1,800 gallons” 
used as the average annual consumption 
of a domestic oil burner. How far wrong 
this figure is first was brought to light by 
a recent survey by the Fuel Oil Subcom- 
mittee of the Petroleum Industry’s War 
Council in District 1. This survey showed 
the average consumption last heating sea- 
son was 2,020 gallons. But since last sea- 
son was 8% lighter than normal, the aver- 
age normal consumption was 2,196 gal- 
lons per burner. 

Even this average shows the effect of 
two recent oil shortage scares along the 
Atlantic Coast, and the subsequent at- 
tempt of homeowners to cut their con- 
sumption. 

Calculations by FuELom & Om HEAT 
on the basis of 1940 consumption by 
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states, the last year for which official con- 
sumption data are available, shows the 
average eastern domestic oil burner used 
2,202 gallons of oil. Assuming no conver- 
sions to coal, and a normal winter, the 
eastern demand next heating season will 
be 82,503,300 barrels for the 1,573,320 
domestic burners operating June 30, 1942. 

The coldest and most critical area of 
the eastern seaboard—Virginia and north 
—takes nearly 98% of the oil, and con- 
tains more than 95% of all the domestic 
burners. In this northern area the average 
consumption is 2,268 gallons per burner. 
New England burners average 2,436 gal- 
lons per normal heating season; Middle 
Atlantic, 2,234 gallons each; and burners 
in Delaware, Maryland, D. C., and Vir- 
ginia 1,952 gallons per normal year. 

Domestic hot water is supplied by an 
indirect heater in 47% of the domestic in- 
stallations, and 8% more have separate 
oilfired water heaters. This indicates 865,- 
326 eastern installations supplying oil- 
heated hot water. Allowing 400 gallons 
per year (18% of the total) for water 
heating, the oil demand for hot water will 
amount to 8,241,200 barrels, or 10% of 
the total demand, and included in the 
state figures given. 

The accompanying table shows by 
states in the East the average number of 
burners in use during 1940, the amount 
of light heating oil used, from Bureau of 
Mines reports, the average gallons of oil 
used per burner in 1940 and the normal 
consumption adjusted by degree-days for 
that calendar year. The fifth column 
shows the domestic burners operating on 
June 30, 1942, allowing for additions and 
replacements but not for conversions to 
coal. The net gain in domestic oilburner 
installations in District 1 during the first 
six months of this year was 28,500. Con- 
versions to coal to August 1 amounted to 
10,700, according to field reports, but it 
is not possible to distribute these conver- 
sions by states at this time. The sixth col- 
umn shows the indicated normal demand 
for light heating oil along the Atlantic 
Coast without conversions. 


Degree-Day Map of Eastern and Midwest 
states, showing 20 isothermal zones. Ra- 
tioning calculations will include adjust- 
ments along similar lines. Map is from 
“Degree-Day Handbook” by Strock & 
Hotchkiss. 
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DISTRICT NO. 1 


Heating Oil Demand In District No. | 


September 
1942 


Domestic Light Oil Average Normal Domestic 
Burners Consumption per per Burners 
in use in Barrels Burner Burner Operating 
Av. 1940 1940 1940-gals. gals. 6/30/42 
15,464 1,105,000 3001 2804 20,265 
17,166 1,220,000 2985 2790 22,674 
Gio 547,000 2962 2770 10,277 
176,979 11,029,000 2611 2409 228,125 
40,770 2,410,000 2483 2362 52,031 
81,528 4,936,000 2542 2351 105,275 
339,664 21,247,000 2627 2436 438,647 
410,981 25,215,000 2576 2346 523,092 
205,286 11,022,000 2255 2092 260,791 
107,383 6,064,000 2370 2154 138,657 
723,650 42,301,000 2455 2234 922,540 
6,304 301,000 2005 1881 7,917 
36,430 2,205,000 2542 2331 48,457 
32,535 1,583,000 2043 1936 42,826 
28,905 1,067,000 1550 1462 34,947 
1,410 63,000 1877 1707 1,665 
11,447 403,000 1478 1381 13,996 
6,996 168,000 1009 952 8,335 
8,541 322,000 1583 1452 10,734 
37k oS 610,000 689 638 43,256 
169,721 6,722,000 1663 1580 PAZ 133 
1,233,035 70,270,000 2393 2202 ~=—- 1,573,320 


Normal Oil 
Demand (bbls) 
without 
Conversions 


1,352,900 
1,506,200 
677,800 
13,084,600 
2,926,100 
5,893,000 
25,440,700 


29,218,400 
12,989,900 

6,873,000 
49,081,300 


354,500 
2,691,500 
1,974,000 
1,216,500 

67,700 

460,000 

188,900 

371,100 

657,100 
7,981,300 


82,503,300 
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Thermostat Fuel-Saving 


Characteristics Which Contribute To Low Oil Consumption 


By 
E. E. Lynch* & R. W. Drayer* 


The room thermostat is a very impor- 
tant part of every automatic home heat- 
ing system. It can call for efficient quanti- 
ties of fuel or, in certain conditions, waste- 
ful quantities depending in part upon the 
degree to which the thermostat has been 
properly adjusted to the system and also 
upon the condition of the heating system. 


3 is not the purpose of this article to 
go into the details of efficient adjustment 
of heating systems. It will be assumed that 
the installation of the equipment has fol- 
lowed a survey made by a qualified engi- 
neering organization, that sufficient radia- 
tion or ducts have been supplied to heat 
the premises, that the boiler or furnace is 
rated to care for the total required load, 
that the proper firing rate has been util- 
ized, and that the burner has been ad- 
justed for the most efficient combustion 
conditions. Under these circumstances we 
shall investigate the important thermostat 
characteristics which contribute to eco- 
nomical fuel consumption. 


Thermostat Action Important 


Improvements in room thermostat de- 
sign, such as shown in Fig. 1, during the 
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Figure |—Modern room thermostat with 
harmonizing time switch for day-night 
automatic action. 


past few years have provided more sensi- 
tive and accurate regulation of room tem- 


*General Electric Company. 


treloil 


é ot/ heat 


peratures, hence, greater comfort in homes 
and public buildings. It is the purpose here 
to point out how these same improvements 
make it possible to minimize fuel con- 
sumption and how proper care of older 
thermostats can aid in reducing the 
amount of fuel required. 


Differential Is A Factor 


Insensitive thermostats, because of the 
wide difference in room temperature re- 
quired for their on and off operation, pro- 
duce a long heating cycle; that is, long 
running periods for the burner or furnace 
and long off periods which are inevitably 
bound to follow. This often results in 
such evils as “overshooting” (uncomfort- 
ably high room temperatures) and “air 
stratification” (lack of air movement and 
therefore uncomfortably low tempera- 
tures near the floor of the room). 


It has been the practice of many home 
owners to set their thermostats as high as 
75°F or 80°F to avoid such air stratifica- 
tion and to endure the overshooting for 
the sake of feeling comfortably warm. 


They perhaps do not realize that ap- 
proximately 12% to 25% more fuel may 
be required at thermostat settings of 75°F 
to 80°F respectively than the amount re- 
quired to maintain the room at a normal 
setting of 70°F which, if maintained at a 
proper humidity and with a uniform 
quantity of heat being supplied, would in 
many instances give a perfectly comfort- 
able situation. This is shgwn graphically 
in Fig. 2. 

With modern preheat operation, or 
with an artificial heating element now 
commonly found in up-to-date thermo- 
stats, the rise and fall of room tempera- 
ture required for operation of the older 
type thermostat has been reduced to the 
point where measured quantities of heat 
can be added to the heating system with 
only a small change in room temperature. 
These low room differentials result in 
“on” periods of the burner that are shorter 
and more frequent, and which in turn give 
a more uniform and accurate control of 
temperature. Under these conditions, low- 


er thermostat settings provide comfort 
and, perhaps more important at present, 
savings will be realized in the use of fuel 
because of the lower mean temperatures. 

The optimum measured quantity of 
heat, referred to above, varies for differ- 
ent types of heating systems, and likewise 
varies for different installations of the 
same type. 

Variations between similar systems de- 
pend on such factors as: conditions at the 
thermostat location, type of fuel oil used, 
and arrangement of the connected load. 
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Figure 2—Excessively high thermostat set- 
tings result in unnecessary consumption 


of fuel. 


Variations between different types of 
heating systems depend on whether they 
are hot air, hot water or steam, forced 
circulation or convection, and upon the 
firing rate of the furnace or boiler. 

In the case of heating systems of the 
hot air type or with connected boilers hav- 
ing a high firing rate, very short operat- 
ing periods might be most desirable. On 
the other hand, slow heating combustion 
chambers of the fire brick type, combined 
with a heavy grade of fuel oil, may require 
up tc ten minutes to reach maximum com- 
bustion efiiciency. Moreover, installations 
with insufficient or variable draft condi- 
tions may cause excessive soot formation 
with a resulting decreased efficiency, 
where the operating period of the burner 
is too short. It is apparent, therefore, that 
for the thermostat to function to the best 
of its ability, it must be adjusted to the 
optimum running time of the heating sys- 
tem. 

The thermostat should not, however, 
be expected to correct for undesirable 
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system conditions. Its adjustments can 
only help to obtain the best efficiency pos- 
sible temporarily, and the basic defect 
should be corrected in order to obtain the 
best operation. 


Comfort Dial Tuning Desirable 


As a refinement in control, some manu- 
facturers have provided a differential ad- 
justing or “comfort dial.” The comfort 
dial provides a means of changing the 
running period by varying the mechani- 
cal differential of the thermostat through 
a limited range. With a fixed excitation 
of the preheat element, a low differential 
gives a short operating period, and a high 
differential gives a long operating period. 
Means for regulating the preheat action 
are not new, but previously this regulation 
has been an internal adjustment. The com- 
fort dial places this adjustment in the 
hands of the home owner, and thus per- 
mits “tuning” of the thermostat to gen- 
eral outdoor conditions as well as to the 
system conditions. 

Heating service organizations, by in- 
structing the home owner in the use of 
this device, can provide him with the facts 
necessary for maximum comfort and fuel 
economy. Fig. 3 shows how this can be 
accomplished. 

Before the adjustment of the preheat 
effect is placed in the hands of the user, 
certain definite relations must exist be- 
tween the range of the comfort dial and 
the preheat element. The maximum dif- 
ferential must not be greater than the 
maximum preheat effect, and the mini- 
mum differential must not be less than 
that which will give positive action of 
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the contacts. For the type of thermostat 
described here, a maximum differential of 
4°F—414°F and a minimum differential 
of 134°F—2°F when used with a 5°F 
preheat, has been found to give a timing 
action variable from 10 minutes to 40 
minutes when the room temperature is 
maintained at the temperature dial setting. 
This timing increases as the room tem- 
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Figure 4—Curves showing percent run- 
ning time for various positions of the com- 
fort dial as the room temperature drops 
below the thermostat dial setting. 


perature falls below the dial setting. Fig. 
4 shows the per cent running time for 
various positions of the comfort dial as 
the room temperature drops below the 
temperature dial setting. 

Another important fuel-saving factor 
which is closely related to thermostat op- 
eration is the temperature “set back” 
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The ideal operation will be found to be at some point between 


these two extremes. The comfort dial can be set to provide uniform 
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equipment can be minimized. 





Figure 3—Adjustment of a thermostat comfort dial. 








which can be taken advantage of at night. 
Although it is possible to accomplish this 
manually by changing the thermostat dial 
setting, nevertheless, a separate heater ele- 
ment has been added to many modern 
thermostats to accomplish this purpose. In 
a typical installation of this type (see 
illustration), the heater element is actu- 
ated from a time switch control during 
the night to heat the thermostat blade and 
produce sub calibrations of 5°F to 10°F. 

The savings possible by the installation 
of such equipment, although dependent 
on outdoor temperatures and house insu- 
lation, may be of the order of magnitude 
shown in Fig. 5 and are certainly to be 
recommended in view of the fuel delivery 
difficulties that are becoming evident in 
some parts of the country. 

The operation of cutting the night set 
back heating element in and out can be 
completely automatic so that the home 
owner arises in a warm house, although 
taking advantage of the fuel savings which 
go with lowered home temperatures. Such 
time switches are available in cases har- 
monizing with the thermostat, but as a 
separate part of the control so that they 
may be mounted in a place where they are 
also valuable as a timepiece. Schematic 
connections are shown in Fig. 6. 


Week End Economies 

Many time switches provide a knob for 
manual operation of the night set back 
element. A real fuel saving can be real- 
ized by operating the switch to lower 
house temperatures while on extended 
periods away from home such as on week- 
ends, etc. Simply returning the manual 
control knob to the automatic position will 
restore normal automatic control, after 
having taken advantage of the fuel sav- 
ings of lowered temperatures. 

The above discussion indicates that 
there are several factors in a thermostat 
which if properly serviced will aid in cut- 
ting down the fuel needed. Some of these 
have to do with the thermostat operation 
while others are of a psychological na- 
ture. In this latter group, perhaps might 
be classed the correct calibration not only 
of the thermostat dial setting, but also of 
the thermometer which is an integral part 
of most thermostats. 

Many individuals have a feeling that 
they know what the temperature must be 
in order to be comfortable. They will in- 
sist on a dial setting for a thermometer 
reading consistent with this feeling. In- 
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Figure 5—Possible fuel savings by reduc- 
ing night temperatures. 


correctly calibrated thermostats may 
therefore result in higher average room 
temperatures than required. The advan- 
tage of legibility of the temperatures dial 
in accurate thermostats under these condi- 
tions can also be a factor as well as the 
highly desirable feature that the thermo- 
stat temperature dial can be adjusted ac- 
curately to the index mark. 


Check Mechanical Differential 


The mechanical differential of a ther- 
mostat is very important in older ther- 
mostats, because for a given average tem- 
perature, it determines the “hot” or cut- 
off temperature, and can be responsible 
for loss of fuel without resulting com- 
fort. When preheat thermostats are used 
for closer temperature regulation, their 
mechanical differential is often used as the 
method of tuning and adjustment. It is 
increasingly important therefore, that it 
be correct. Not much less important is this 
feature on modern thermostats supplied 
with a comfort dial which allows house- 
hold tuning, because the mechanical dif- 
ferentials available for a tuning range 
should be held within certain satisfactory 
limits. 

Inspect Contacts 

Some thermostat difficulties may be due 
to contact defects especially in the older 
type of thermostat before modern alloys 
and design knowledge allowed higher elec- 
trical ratings. 

An inspection of defective silver con- 
tacts may reveal one of the following 
sources of trouble: 

1. Tarnish 

2. Pitting of the contact surfaces 
3. Dirt 

4. Oil Films 


foeloil 


The common types of tarnish are in the 
form of sulphides and oxides and are 
caused by acid or sulphur fumes, perspira- 
tion from handling, or smoke from cook- 
ing oils. Dirt may be of several forms; 
lint from the household or dirt actually 
embedded in the contacts by manufactur- 
ing processes. Oil films generally result 
from improper handling by the manufac- 
turer or service men. 

A certain amount of discoloration is to 
be expected from the operation of the con- 
tacts and is not harmful. Where the con- 
tacts are badly pitted, covered with tar- 
nish, or carbonized oil, it is recommended 
that they be replaced. Where oil or dirt 
only is involved, cleaning with carbon 
tetrachloride or other suitable solvent, fol- 
lowed by drawing a white card through 
the closed contacts will prove to be a sat- 
isfactory method of cleaning. 

Any of the above forms of insulating 
films require a low room temperature to 
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Again a fuel loss results which could be 
avoided by proper care. 


Verify Snap Action 

Weak snap action or double action can 
cause pitting of the contacts which will 
result in excess fuel requirements as out- 
lined above under contact difficulties. 
Snap action can often be improved by 
increasing the mechanical differential; but 
as this may result in increased fuel con- 
sumption, a happy medium may have to 
be reached. Most thermostats of the snap 
action type can be adjusted to give a good 
snap with a satisfactory differential. 


Take Night Set Back Data 


The greater the actual set back tem- 
perature, the greater will be the fuel sav- 
ing. However, care should be taken to see 
that temperatures are not reduced to the 
point where the lowering might cause 
damage. An actual check of temperatures 
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Figure 6—Schematic diagram of connections for a simple day-night thermostat control. 


build up a thermostat blade pressure and 
break down the contact resistance. This 
lower room temperature will induce many 
individuals to set their thermostats “high- 
er,” and this would result in greater fuel 
consumption. 

Effects such as welding of contacts due 
to pitting will require higher room tem- 
peratures in order to “break” the contact 
by the force in the thermostat blade. 
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controlled by the thermostat just before 
the night set back is turned off will indi- 
cate whether or not adjustment is correct. 

At times, better thermostat operation 
may be obtained by a repositioning of the 
thermostat. Another room or a different 
location in the same room may result in 
more favorable operation. Conditions may 
have changed since the thermostat was 

(Continued on page 57) 
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Service Management 


EXTRAORDINARY DEMAND NEEDS INTELLIGENT APPROACH 


By 
A. B. Wolle. 


F OR years there has been a great clamor 
in this industry about the chiselers and 
the “sell for commission” men. There are 
still a few of them left but a great many 
have departed for more fertile fields. 
Those well-established organizations that 
remain are faced with increasing burdens 
which must be supported to enable them 
to remain in business. It is not going to be 
easy to support old General Overhead on 
the work that remains to be accomplished 
and in some places the overhead must go. 
We have seen more quite drastic changes 
already. Witness the startling news that 
service work can pay its own way and that 
a good organization has something here 
to sell. Service well performed and 
charged for at respectable rates can pro- 
vide a means of supporting the General in 
a manner somewhat to that which he has 
been accustomed to. Service work in a full 
sense means repair work as well or in 
addition to service. 


There have been some good losses 
taken on service and repair work. Per- 
haps a large part of this trouble has 
been due to a false idea that mainte- 
nance and repair work could be accom. 
plished on a volume basis. Some business 
can be secured on any basis but each cus- 
tomer has his own ideas about his own 
job and common sense has shown that 
good service can not be handled through 
a five and ten cent store. This type of busi- 
ness loses customer confidence because it 
does not do the job completely enough. 
If for example a saving in fuel is to be 
secured by the installation of a draft con- 
trol, it is not just enough to stick any 
draft control in the smoke pipe. The full 
saving must be secured by the installation 
of a good device and the adjustment of 
this control with a draft gage and the ad- 
justment of the burner to establish the 
maximum over-all efficiency. The five and 
ten cent store type of shop can not afford 
to do this much work and so they are not 
getting all of the money out of the job 
that they should have, and the customer is 
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not getting his money’s worth. This com- 
bination makes a good opening for any 
one with a better mousetrap to step in 
and take the business. 


Fortunately for the customer as well 
as the reliable company, there are fewer 
burner sales and by virtue of the added 
pressure being brought to bear upon the 
oil customer by curtailment on the quan- 
tity of oil available, more attention will 
necessarily be given to maintenance and 
to the increasing of burner efficiency. The 
consumer must cut his oil consumption 
today or be faced with a few cold days 
each month. This change in business con- 
ditions means that shops must be shaken 
up and turned into maintenance and ser- 
vice shops in the full sense of the word. 


In the good old days, about six months 
ago, it was easier to buy a new control 
than to repair the old one. Today that old 
control can still be exchanged for a new 
one but tomorrow that control will have 
to be taken into the service man’s shop 
and repaired while the customer waits for 
heat. Very few shops are equipped to do 
this type of work. However, if they are 
going to remain as organizations, they 
must establish these facilities or secure a 
working arrangement with some other 
shops in their vicinity which are so 
equipped. Due to a natural diversity in 
talent some shops can be better equipped 
than others for some specific type of re- 
pair. These talents should be developed 
at this time in preparation for the things 
to come. 

Share Facilities 

For example, one shop specializing in 
fuel pump repairs is not equipped with a 
lathe. It is not possible to purchase one at 
this time so arrangements have been made 
to have the lathe work done in a local elec- 
trical shop that has a lathe in part time 
use. Controls are shipped to another shop 
that employs a service man with experi- 
ence in this type of work. Maintenance 
work goes on with the aid of a number 
of individuals, each of whom is a special- 
ist in some particular type of the total 
work required. Pump seals that leak can 
very often be used again. They must be 


taken apart carefully, of course. The local 
refrigeration service man has also been 
faced with this problem before. In a great 
many cases he has provided himself with 
the equipment necessary to lap in the 
sealing surfaces of his special type of seal. 
He knows how it is to be done and his 
equipment can be adapted to handle the 
seals on fuel pumps without too much 
trouble. It is not advocated that every 
shop be turned into a repair shop com- 
plete enough to handle all of the diversity 
of repairs required on an oil burner or the 
heating system. It is advisable, however, 
for each shop to select some form of work 
to which they are well adapted and de- 
velop this line to the benefit of itself and 
associated organizations. Boiler water 
treatment is a very important phase of this 
work. Thousands of gallons of oil are 
wasted every year in trying to make steam 
out of mud. 


Study Boiler Water 


To do the job properly some one 
can really make a study of boiler water 
conditions in a given locality. A college 
education is not necessary to do this 
work. There are a great many books 
written on the subject which are available 
for the asking. There is-no secret and pa- 
tented compound on the market today 
that contains the answer to every boiler 
problem. Boiler water conditions can be 
grouped in certain types and treatments 
developed for them. The chemicals that 
best react with boiler sediments are easily 
secured and a real job is waiting for the 
individuals who can add up the right col- 
umn of figures here. This is an excellent 
field for some one whose shop has gone 
out of existence. The whole traveling 
laboratory can be carried in a small truck 
from one job to the next and real results 
secured by cutting oil costs and prevent- 
ing corrosion on steel boilers. 

A little over a year ago the author de- 
veloped a test bench upon which various 
oil burner parts could be put through ac- 
tual operating conditions. As a result of 
these facilities the bench has paid for it- 
self and shown a profit besides. The re- 
turn has come in through more rapid re- 
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pairs and quicker diagnosis of the actual 
troubles. The service man who used to go 
and spend two or three hours in timing a 
program motor now makes a change-over 
with a spare unit exactly timed and thor- 
oughly checked and returns the defective 
motor to the shop for off time repairs. The 
other hour or two is spent in picking up 
extra work calls. 

The equipment necessary to do recon- 
ditioning work is not expensive to acquire 
if some ingenuity is used in its assembly. 
Tools of course are of paramount im- 
portance. Not just tools but the proper 
kind of tools. Wooden handled spinnets 
or hollow shaft socket wrenches are im- 
portant for control work when nuts on 
long threads are used. A pair of pliers will 
ruin an otherwise perfect job. In the same 
way good open end wrenches are neces- 
sary for frequent handling of brass hose 
connections. A pipe wrench will do the 





work but it will soon spoil the nut sur- 
faces and a piece of equipment that should 
give a long and useful life. Square socket 
wrenches for Ye” and 4” pipe plugs are 
necessary. They will move a plug that is 
stuck where a pipe wrench will chew it 
to bits. Box wrenches should always be 
used on all machine screws. Both a babbit 
and a machinist hammer should be avail- 
able. A babbit hammer can deal a heavy 
jar without spoiling the metal part it 
comes in control with. Spend money for 
good tools! This is always a good invest- 
ment. Visit your dentist regularly and 
have him give you his discarded picks. 
They make excellent tools for pulling 
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packings out of pumps and they have an 
infinite number of other handy uses. Have 
good tools. Keep them clean and build a 
tool board to hang them upon. You will 
know when they are missing and they 
will always be readily at hand. 

With a tool board, the tools and a 
place to work upon, route the material 
through the shop in such a manner that 
any phase of it can be worked upon at a 
moment’s notice. Have all parts to be re- 
paired come to one place so that they can 
be worked upon in groups or lots, from 
the receiving end of the bench to the dis- 
mantling part in one step. Break up the 
parts here and prepare them for the clean- 
ing solutions. Parts separated into dis- 
carded kitchen pans and tagged won't 
become lost. Through the cleaning solu- 
tions and washing, back to assembly, test- 
ing and painting, up the other side of the 
same bench and so to the racks for reuse 





or delivery. Ail of the space required for 
work of this kind is standing room on all 
sides of a bench thirty inches wide and 
ten feet long. Necessary machines are a 
bench vise and a motor driven grinding 
wheel and scratch brush. 

If your shop is too cramped to build up 
repair work as extensively as this, then 
seek out former competitors and turn 
work into their shops on a percentage 
basis. Quick and easy replacements are a 
thing of the past. To furnish and install 
a stack mounted relay for twenty dollars 
when you can get thirty for the same job 
is giving your substance away and bring- 
ing you nearer the end of your business 
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career. The old defective control can be 
taken into the shop and rebuilt for con- 
siderably less than thirty dollars or even 
less than twenty no matter how badly 
worn it is. 

There are certain types of individuals 
that are naturally gifted in working on 
certain types of repair work. The man in- 
terested in motors should be instructed in 
their repair so that hé can do all of the 
small repair work outside of winding that 
may come to hand. Shop facilities can be 
arranged for an armature tester or growl- 
er, series lights for locating grounds and 
a set of bearing reamers for freeing up 
tight shafts. For fuel pumps more com- 
plicated equipment is required. A dual 
directional motor rigidly mounted facing 
a rugged pump mounting. A sight feed for 
a nozzle to see that there is a discharge 
from the pump. An oil reservoir wit 
suction and return line connections and 
gauges are the basic requirements. A test 
block so constructed permits the ready 
adaption of any make of fuel unit so that 
it can be quickly mounted and tested for 
operating conditions. 


Good Shop Man 


Control repairs are nothing to be 
tackled by a poor or inexperienced me- 
chanic. Their internal wiring is more or 
less complicated and the various parts 
have certain requirements that must be 
known to be understood. However, they 
are no state secret and they can be easily 
fathomed if the proper test equipment is 
at hand. 

In attempting to repair controls, cer- 
tain conditions will be found that do not 
justify local shop repairs. In these cases 
the manufacturer is best applied to for 
good results. Each control should be 
checked for operation before repairs are 
started and after they have been com- 
pleted. To do this quickly and exactly, set- 
up a test board which provides three 
lights; one for ignition, one for oil valve 
opening, and one for motors. Provide a 
snap switch, forgle pole double throw for 
protectostat or stack switch simulation 
and sufficient leads to connect to the relay 
secured in a mounting position. Con- 
nected to this board the relay will func- 
tion as though it were connected to a 
burner only it will be more accessible and 
easier to repair. In the case of a stack 
mounted relay, the above connections can 
be used in part as required. In addition 
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ready means should be made to manually 
move the stack helix or to create this 
movement by heating coils located adja- 
cent to the helix when extended through 
the board so that it can be heated or 
fooled at will to simulate operating con- 
ditions. 

In starting out on repair work it is a 
foregone conclusion that the first repairs 
will either not be quite as successful as 
desired or that they will cost more than 
expected. Training and experience are the 
two prime features of successful work. 
Don't try to put a man that is accustomed 
to building fireboxes to repairing controls. 
Select the men most fitted for this work 
and train them or let them experiment 
during slack periods. Accurate costs will 
soon determine the value of the repair 
work and the extent to which it should be 
carried out. 

As each article is received it should be 
tagged with a number. A work order 
sheet then can be made up with a time 
and material charge number on it, as well 
as the part number. Time and material 
turned in and posted on this work order 
will reflect the exact cost of repairs. Don’t 
guess as you most surely will be unhap- 
pily surprised. Some shops have been do- 
ing repair work like this for years and 
have acquired experience in this type of 
work. In general they have learned one 
thing. If repairs are to be made they must 
be well done and the price of the repair 
must be enough to make the effort worth- 
while. Awhile back the cost of replacing 
a stack relay was given as thirty dollars. 
This is a fair price to charge for a new 
relay mounted and wired in to replace the 
original equipment. For example, take the 
original part and it is very likely that it 
could be remade by hand and parts con- 
structed for less than thirty dollars and 
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show an excellent profit to the repair shop 
besides. Enough of this type of work will 
keep one or more men busy constantly. 
Every day that this war continues will 
mean an increase in repair work for oil 
burner and service men. It is going to be a 
long time before the market is flooded 
with controls as they were in the good 
old days, of six months ago. This change 
is so pronounced today that to all intent 
and purpose it can be considered as per- 
manent. 

With an increase in fuel oil costs and 
a decrease in the quantity of oil that is 
available those organizations that have 
well trained salesmen available are in an 
enviable position to secure business. The 
consumer that was apathetic before as to 
ways of saving fuel is very much inter- 
ested now or he will be. A salesman ex- 
perienced in fuel oil work can size up a 
house and estimate the annual consump- 
tion pretty closely. He also knows whether 
or not this figure is consistent with the 
type and condition of the property. Take 
away the “total gallonage for the year 
or you get fired” idea of salesmanship 
and he becomes the best person in the 
world to build up repair and service work. 
By going through his files of current and 
previous customers he is able to put his 
finger on the excessive fuel oil users who 
should be the best prospects for the new 
type of work. Instead of dropping this 
man because he can’t secure more oil con- 
tracts, keep him on your payroll to cut 
your gallonage delivered and primarily to 
hold your full list of customers against 
the day when conditions have eased off 
a bit. This salesman will prove invaluable 
in bringing in repair, rehabilitation and 
maintenance work for the new order of 
the shop. Advertising is deductible from 
income taxes. With this money let your 





customers know the true conditions in the 
field. Tell them of the facilities you have 
available and encourage them to have 
your former salesman call to see if any- 
thing can be done to help them help them- 
selves. 

To effect the savings that it is possible 
to make, it will be necessary for the own- 
ers to spend money. The amount of money 
spent depends upon the policy of the com- 
panies handling the work. Inasmuch as it 
is no longer necessary to give your busi- 
ness away just to have a place to go each 
day to get away from the little woman, a 
profit should be shown on each job. To 
install a firebox for less than thirty-five 
dollars or to install a draft control for less 
than two dollars per inch of smoke pipe 
diameter or to take a service call for less 
than three dollars and a half is not only 
giving business away but skimping on the 
work in addition. To slap a firebox in and 
then rush off the job is not fair to the cus- 
tomer. The firebox should be properly pro- 
portioned, sealed to the boiler with hearth 
cement and then the day afterwards the 
burner should be serviced and adjusted 
with the proper instruments. Under these 
conditions an immediate saving in fuel 
will be realized and a respectable profit 
can be secured. There is a fine point here 
between a slapstick job done cheaply and 
a real piece of engineering work properly 
performed. Work approached in this 
manner will show a profit. Today’s finan- 
cial conditions remove the last justifica- 
tion for cheap and profitless work. It has 
been demonstrated time and again that oil 
burner service work properly handled 
provides a nice profit that will sustain 
quite a substantial overhead. 

Most of the chislers have gone. Those 
concerns that are left have for the first 
time in their lives an opportunity to make 
a livelihood out of their business. Follow 
a few good rules: 

Don’t give your business away for fu- 
ture returns or Aunt Emma’s oil contract. 
You will never get either. 

Don’t maintain a low price schedule. 
You are only fooling yourself for the 
other fellow is making a profit while you 
are not. 


Give a full value for the customer’s dol- 
lar. He needs you now as never before. 

For the first time in many years the 
customer is forced to spend money on 
plant improvement. Not for economy but 
because he wants heat. 
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Vaporizing Pot Type Burners 


In the Rocky Mountain Area 


By 
E. P. Murr 


) \ HEN one mentions automatic heat- 
ing equipment for installation and opera- 
tion in Colorado or other Rocky Moun- 
tain States, the first question asked is, 
“What of the altitude, and its effect on 
the operation of the equipment?” 

Colorado, with the highest average alti- 
tude (6,500 feet above sea level) of any 
State in the Union, or any other Rocky 
Mountain States need not prevent any 
wide awake oil burner dealer from mak- 
ing installations of any reputable vapor- 
izing pot type oil burner, providing he 
will follow certain simple rules, and make 
a few simple investigations of the job to 
be done. It has been definitely proven that 
Vaporizing, pot type, oil burners, whether 
they are conversion burners, in floor fur- 
naces, space heaters, or furnace-burner 
units, will operate successfully and eco- 
nomically in this Rocky Mountain area. 

The basic faults underlying the sup- 
posed failures of this type of burner in 
this altitude is not in the equipment it- 
self, but rather is with the dealer or per- 
haps the manufacturer, who fail to recog- 
nize the fact that the equipment has been 
built at sea level and that certain adjust- 
ments must be made for successful opera- 
tion in the higher altitudes. In remote 
cases, the manufacturer has failed to work 
with the high altitude dealer, the result 
being, the dealer condemns the equip- 
ment, the manufacturer condemns the 
dealer, and the equipment is thrown out 
on the junk pile. The dealer or manufac- 
turer who will not face the fact that cer- 
tain minor changes must be made, or who 
will not have the patience to make a study 
of the equipment and its application to 
this higher altitude is certainly doomed 
for failure. 

There are many minor problems to be 
overcome with Vaporizing, pot type, oil 
burners in this altitude. None of them 
have a major aspect, and should not throw 
fear into any mans heart. They are easily 
overcome, with cooperation from the man- 
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ufacturer, and a little common sense on 
the part of the dealer. 

AIR— is the most troublesome. Air in 
the mile high altitude is approximately 
20% lighter than at sea level. It takes a 
certain amount of air to burn a certain 
amount of fuel, whether it is oil, coal or 
gas. The deficiency of the air must be 
made up, in order for successful opera- 
tion. How to do this is one problem the 





dealer must answer. If his burner is the 


forced draft type, perhaps a larger fan 
will be the answer, if his burner is the 
natural draft type, perhaps the air inlet 
duct may have to be enlarged to give more 
capacity. Perhaps the fuel feed control 
has to be changed to reconcile the fuel 
with the air, perhaps the hi-low control 
may need some further adjustments, may- 
be the chimney is not of ample capacity 
for his burner, and maybe the air is of 
too high velocity for proper flame con- 
trol. These are some of the more impor- 
tant items that have to be ascertained. The 
dealer should not attempt to make these 
adjustments by guess work. He should be 
very thorough in his experimenting. He 


should have a good flue gas analyser, draft 
gauge, and high temperature thermom- 
eter. By a little experimenting, and a few 
readings, the dealer can very quickly learn 
just what needs to be changed to meet 
local conditions. After he has found the 
most efficient burning condition, he should 
then measure the oil burned per hour, and 
compare this with manufacturer's ratings. 

Certain recommendations are made to 
dealers entering into the vaporizing pot 
type burner field in this higher altitude. 
He should become thoroughly acquainted 
with the equipment. He should purchase 
a display model, but before placing it on 
display should set it up under actual 
working conditions. He should do some 
experimenting with it, learn its operation, 
its heating capacities, its capacity for fuel 
consumption, take actual readings during 
operation and if he experiences great diffi- 
culty in obtaining anything near the man- 
ufacturer’s ratings, he should report his 
findings to the manufacturer. The manu- 
facturer will be glad to have these reports, 
and to offer any assistance necessary for 
the success of the equipment. Above all, 
the dealer should not condemn the equip- 
ment, without first giving it a full oppor- 
tunity, with the help of the manufacturer 
to show whether it can or cannot be made 
to operate in higher altitudes. Sea level 
ratings serve only as a guide in this alti- 
tude, and should be disregarded to a cer- 
tain extent. 

In making installations, the dealer 
should be very careful in making his sur- 
vey of the job to be done. Chimney ca- 
pacity should be ‘investigated, this due to 
average poor draft encountered, which 
will be around .03”. In some type burners 
.06 is necessary for successful operation. 
Remembering our air is 20% lighter, the 
chimney is VERY, VERY IMPOR- 
TANT. If he will learn the job to be 
done, make his installation within the high 
altitude findings, leaving a safety factor 
for sudden temperature drops, he will ex- 
perience no trouble. 

During the past several seasons it has 
been my pleasure to introduce and make 
installations of the Miller Oil Burner in 
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this territory. This is a Vaporizing, pot 
type, mechanical draft, conversion burn- 
er. Installations have been made in alti- 
tudes ranging from 3,400 feet above sea 
level to 6,000 feet above sea level, in all 
types heating plants, frame and brick 
houses averaging 5 and 6 rooms. Actual 
readings on these installations show an 
average of 11'°% CO5, with draft at .03”, 
with average stack temperatures of 670 
degrees F. No burner burning over .9 
gph. Actual operating costs as reported by 
owners show an average fuel consump- 
tion of 414 gallons per 24-hour period. 


does not know the job before making the 
installation, he is headed for trouble. It 
will not be the fault of the unit, but the 
fault must rest squarely on the dealer's 
shoulders. 

Oil burning floor furnaces, equipped 
with vaporizing pot type oil burners are 
proving successful in this territory. These 
units perhaps give the most trouble, in 
that they are installed under the floor, the 
foundations might be tight, permitting too 
little air to get to the burner. The chim- 
ney capacity too, might be all wrong, and 
its a wise dealer indeed that will make a 


very careful survey before saying he will 
make the installation. However, many oil 
burning floor furnaces, equipped with va- 
porizing pot type oil burners, both me- 
chanical and natural draft, have been in 
successful operation in the Rocky Moun- 
tain area for a number of years. Many of 
them at altitudes of 8,000 feet above sea 
level, and to the writer’s knowledge sev- 
eral at 10,000 feet above sea level. The 
same thing applies in floor furnaces as 
with vaporizing equipment, the dealer 
must know what he is doing, install his 
equipment within its high altitude rat- 





Recently the temperature dropped to 
minus 34 degrees. Owners report during 
the extreme cold weather of minus 34 
degrees their consumption did not exceed 
6 to 8 gallons for any 24 hours period. 
No. 2 fuel oil average 7 cents per gallon. 
These facts are mentioned to show that 
a vaporizing pot type oil burner properly 
installed, will do the job satisfactorily and 
economically. Other dealers of vaporizing 
pot type oil burners, both mechanical and 
natural draft, report the same success. 


Popular in West 


Natural draft, vaporizing pot type oil 
burners have been very well represented 
in this territory for some time. Some in- 
stallations of this type have been in suc- 
cessful operation for over 6 years. 

Space heaters, perhaps take the major 
part of the abuse in this high altitude. The 
majority of these units being equipped 
with natural draft, vaporizing pot type 
oil burners, must accept a large reduction 
in their heating capacities, some as high 
as 15% reduction over their sea level rat- 
ings. Here again the supposed failure of 
this type of equipment is mainly the fault 
of the men who sell it. The final analysis 
of the failure is that the dealer has not 
studied his equipment, has not made his 
high altitude reductions, and installed the | 
equipment in places much too large for | 
the unit. The majority of these units re- 
quire .06” of draft, when one checks many 
residences and buildings, he will find the 





draft to average only .03”. The unit then | 
can only-burn efficiently, the amount of | 
oil which the air supplied can handle. In | 
order then to have smokeless combustion, | 
the oil feed is reduced, and the Btu out- 
put is lessened. Many units are sold di- | 
rect from the dealer’s floor, hauled to the | 
place of installation, set up, and fired up. | 
If the dealer has not made his survey, or | 
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ings, he will experience no trouble. 

Are these various burners profitable for 
the dealer? Yes. Records which the writer 
has seen on installation costs, burner 
costs, and selling prices of the conversion 
burner, has shown an average of $50.00 
margin of profit on each job. Very little 
of this need be set aside for service. Th 
average Vaporizing, pot type oil burner is 
very simple in construction, with very 
few moving parts, so there is not much 
that can get out of order. The average 
service calls due to mechanical failure and 
other direct burner faults is about 1 ser- 


vice call per season for burner, except 
where the owner does some “tinkering” 
to “make his burner operate more efh- 
ciently.” 

With the advent of the small homes, 
and low cost construction, the vaporizing, 
pot type burner brings the wide awake oil 
burner dealer in the Mountain States, a 
new avenue of operation and profit. The 
small home owners desires the same com- 
forts as his brother in the larger homes. 
Heretofore this has been denied him, due 
to the high first cost. Now, the picture 
has changed, the small home owner can 
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Rigid Stock Control. The Red Seal Meter Master 
System and Stock Record Control Plan provides an 
engineering plan for the most efficient metering set- 
up, combined with a simplified accounting procedure. 
Its purpose is to guard gallonage, eliminate all pre- 
ventable stock losses, and put the entire throughput 
continuously under rigid stock control and audit. 
Metered deliveries and sales control are an adjunct 
to the system. 

Many oil companies have applied this system, in 
whole or part. It has enabled them to conduct their 
business on a more efficient basis...has cut down 
losses... increased their profits. The results have been 
recorded in numerous case histories of impressive sav- 
ings and business successes. 


Delivery Control can be one of your biggest helps 
in these days when conservation is so important. 
Through Metered Control, operational savings alone 
may convert potential loss into assured profit. 

Check over your available metering equipment... 
and discuss with your nearest Neptune representative 
how you can get the most out of your meters; how 
far you can go toward setting up a complete metered 
control of stock receivals, storage, withdrawals and 
sales Little, if any, expense is involved. Your time will 
be invested to good purpose. 


Your Customers’ Good Will. Here is a problem 
which—with continuing difficulties in fuel supply and 
demand —well may cause concern. With this in mind, 
we have prepared a 1942 Supplement to the Red Seal 
Fuel Oil Merchandising Plan, which enables you to 
offer concrete suggestions to your customers on how 
to make best use of their rationed oil. Ask your 
nearest Neptune office for a copy. 
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NEPTUNE METER COMPANY 
Main office: 50 West 50th Street, New York. 
Branch offices at Atlanta, Boston, Chicago, Dallas, 
Denver, Kansas City (Mo.), Los Angeles, Louisville, 
Philadelphia, Portland (Ote.), San Francisco, and 
Long Branch (near Toronto), Ont. 
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afford the comforts of his other brothers, 
and any wide awake oil burner dealer in 
the Rocky Mountain Area should not 
hesitate to take full advantage of this new 
field of operation. The Vaporizing, pot 
type oil burner, in all types of equipment, 
has been pioneered, the many bugs have 
been removed, to make it a satisfactory 
piece of heating equipnient in this area. 

So—in the final analysis, any reputable 
vaporizing, pot type oil burner will be a 
success in the Rocky Mountain area, with 
its high altitude, providing the dealer and 
manufacturer will recognize the minor 
problems to be overcome, make their in- 
stallations within the capacities of the high 
altitude ratings, and know the equipment 
thoroughly. If he will do this he will en- 
joy a new field of operation and additional 
profits in his business. 
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Canadian Conversions 
Lag in Scare Campaign 


WITH THE heating season ready to start 
in Canada, the government’s pleas to 
homeowners to convert oilburners to coal 
were going unheeded at the end of Au- 
gust. As in the States, officials were scold- 
ing and warning of an oil shortage, but 
other than ordering public buildings to 
convert, they were doing nothing about 
individual homeowners. 

Consumers have been advised to con- 
vert and told that supplies cannot be guar- 
anteed, but Government officials in both 
Canada and the United States ought to 
know by now that people don’t readily re- 
spond to such advice. “Such officials,” says 
the Ottawa Citizen, “have yet to learn 
the stern lesson that in times of dire neces- 
sity compulsion must take the place of ap- 
peals for voluntary ‘cooperation. 

“So long as a straight order to convert 
is not issued, people are going to stick to 
their oilburners. They assume that in the 
absence of an order the probability is that 
the situation is not so bad. And when 
they see the tremendous amount of gaso- 
line which is being consumed in non-essen- 
tial automobile driving, they are justified 
in that assumption. 

“If it is a matter of transportation—as 
it appears to be—it seems only right that 
some fuel oil should be given precedence 
over gasoline. Pleasure-driving seems not 
to have diminished perceptibly.” 
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Most ‘“‘Free-Service’’ Customers 
May Now Be Charged, Rules OPA 


IF A CUSTOMER was given free burner 
service last season as a consideration to 
secure an oil contract, he may now be 
charged for service, since it is no longer 
permissable to sell or accept oil contracts. 
If, on the other hand, a dealer supplied 
free service to customers from whom he 
did not have oil contracts, he may not now 
charge such customers for service. These 
interpretations have been rendered by the 
legal staff of OPA’s fuel pricing section, 
and while not previously publicized, have 
been adopted as internal policy in han- 
dling appeals for free-service relief. 

These attorneys recognize that free 
burner service was rightly a fueloil sales 
expense, and in the case of contract cus- 
tomers it was part of the cost of getting 
the contract, a transaction now no longer 
possible. All customers are today on a 
non-contract or spot-sale basis, so if a 
dealer did not give spot-sale customers 
free service last season he need not do it 
now. Yet if he did give spot-sale customers 
free service last season, that is considered 
a part of his sales cost in getting such busi- 
ness, and customers so favored are con- 
sidered to be in a separate class and en- 
titled to the same benefits now if OPA’s 
basic purpose of preserving March ceil- 
ings is to be maintained. 

This policy is certain to be confusing in 
some dealer organizations and will prob- 
ably be revamped before long, yet it does 
constitute a forward step in dealing with 
one of the Administration’s most perplex- 
ing pricing problems. 

The first step toward solving this prob- 
lem came when a separation was made 
within OPA between free-service and 
charge-service jurisdiction. All service 
was originally under the Consumer Ser- 
vice Pricing Section; now that section has 
only charge-service . . . free-service de- 
cisions were transfered to the fueloil pric- 
ing group, with free-service recognized as 
a part of fuel price. 

With the issuing of Maximum Price 
Regulation No. 165, as Amended, on Au- 
gust 14, pricing for charge service is slight- 
ly clarified, although its intent remains 
the same, that no prices shall be higher 
than the highest charged during March 
1942. In the amended regulation burner 
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service is identified as ‘maintenance, 
rental or repair of Oilburners burning No. 
5 oil and lighter.” 

The March ceiling price determination 
section of the amended regulation follows: 

For the purposes of this Maximum 
Price Regulation No. 165, as amended, 
the highest price charged by a seller dur- 
ing March 1942 shall be: 

(1) The highest price which the seller 
charged for a service “supplied” by him 
during March 1942; or 

(2) If the seller supplied no such ser- 
vice during March 1942, his highest “‘of- 
fering price” for supply during that 
month: 

The “highest price charged during 





March 1942” shall be the highest price 
charged by the seller during such month 
to a “purchaser of the same class”: 


Provided, however, That if the seller 
did not supply the service to be priced, 
and had no offering price for such ser- 
vice, to a purchaser of the same class, it 
shall be the highest price charged by the 
seller to a purchaser of a different class, 
adjusted to reflect the seller’s customary 
differential between the two classes of 
purchasers; and 


Provided further, That if, prior to 
April 1, 1942, the seller raised his prices 
for the supply of a service to his classes 
of purchasers generally, and if, during 
March 1942, he supplied such service at 
the higher price to at least one class of 
purchasers, the highest price charged dur- 
ing March 1942 for each class of pur- 
chaser— 

(Continued on page 56) 


Weatherstrips Save More 
per Dollar Invested 


PROBABLY BECAUSE weatherstrips have 
been sold for over 50 years and are more 
or less taken for granted, they have had 
too little notice in fuel saving discussions 
of recent months. 

In the June survey of 5,543 Eastern oil- 
heated homes by the Fueloil Subcommit- 
tee of District 1 (reported in the last is- 
sue) only three out of five homes had 
any windows or doors weatherstripped. 
Since the study was large enough to be 
reasonably representative, it would indi- 
cate that 628,000 Eastern oilheated homes 
waste fuel through lack of weatherstrips. 

Assuming an average waste of 300 gal- 
lons to each house, a figure not hard to 
prove, these homes are wasting 188 mil- 
lion gallons, or 4 million barrels a sea- 
son, equal to 6% of all District 1 fueloil 
consumption last season. 

While fuel wastes result from many 
causes, they all fall into one of two 
groups, wastes in heat input or in heat 
loss. The first has to do with efficiency of 
the heating system; the’second with the 
ability of the house to retain the heat it 
gets from the system. 

Among the common preventatives of 
heat loss are insulation of walls and ceil- 
ings, storm sash and weatherstrip. Of 
these, weatherstrips bring the largest fuel 


saving per dollar invested, it appears. 
The Weatherstrip Research Institute, 
in a brochure prepared to bring the In- 
dustry’s story to interested Government 
men, quotes 9 authorities on the percent- 
age of fuel saved through weatherstrip 
installation. 
These authorities and the savings they 
estimate are: 
U. S. Department of Agriculture 15 to 20% 


Prof. H. V. Walsh, Department 
of Architecture, Columbia U. 25% 


American Gas Association ..... 20% 
“Better Homes & Gardens” .... 20% 
Airconditioning Editor, 

“Chicago American” ....... 25% 
*“House Beautital: 6 s::s'<'0.60'ss:0 20.8% 
“SE OPUEUACIONCE crsrsigueiss usve'p.0 15 to 20% 
American Society of Heating and 

Ventilating Engineers ...... 15 to 20% 
University of Wisconsin ...... 18% 


In addition the brochure quotes several 
other Government agencies on the value 
of weatherstrips in fuel saving: The Trea- 
sury Department, Office of Petroleum Co- 
ordinator, Post Office Department, Vet- 
eran’s Bureau, Federal Works Agency, 
the War Department, Navy Department 
and Coast Guard. 

Savings of 15 to 25% in fuel mean 300 
to 500 gallons of fueloil, or $20 to $40 
cash outlay saved each year after weather- 
strip installation. 

(Continued on page 54) 
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WILL FURNACE “CLOG-ITIS” COST 
YOU MONEY AND WASTE FUEL? 
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Hitch your business to this powerful 
Dust-Stop National Advertising 


ILASH!...There goes the starting sig- 

nal...another Dust-Stop* fall consum- 
er-advertising campaign gets under way 
this month. 

National advertising starts in The Sat- 
urday Evening Post, Life, Better Homes 
and Gardens, and American Home .. . 
and it’s all yours for the using. 


Millions will learn about Dust-Stop 
Advantages 
This nation-wide advertising will be read 
by millions of householders. . . it is sure 
to prove a real business snapper-upper 
for all dealers who co-operate. Here’s the 
story... 

Many home owners are wondering 
right now about this year’s heating prob- 
lems. They are all set to do something 
.. . but what? 

Well, along comes Dust-Stop adver- 
tising. It explains about clean, dust-free 
heat .. . it tells what Dust-Stops offer 
in maintaining maximum heating effici- 
ency. And, it stresses the fuel savings 
made possible by clean filters. 


Send for Dust-Stop’s FREE 
Dealer-Helps 
Naturally, many of these readers are 
going to be wide-open prospects for their 
nearest Dust-Stop dealers . . . and that’s 
where you come in. 


Get the full set of free Dust-Stop 
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5 MONTH CAMPAIGN IN THESE LEADING MAGAZINES 
MEAN 57,319,145 ADVERTISEMENTS WORKING FOR YOU::: 





Dealer-Helps...let everybody know that 
your place is local headquarters for 
Dust-Stop* Fiberglas* Air Filters. 

Place the attractive advertisements 
(complete mats furnished free) in your 
newspapers. Send out the colorful mail- 
ing pieces (your name and address im- 
printed on each one without charge) to 
a big list of home owners. Then put up 
the smart Dust-Stop window displays 
and counter cards. 

You'll get more than Dust-Stop re- 
placement profits too. You will find plen- 
ty of furnace repair work that needs your 
tools and skill when you get ‘into base- 
ments to put in new Dust-Stops. 


But don’t delay 
Remember, Dust-Stop National Adver- 


é ot! heat 





tising begins this month. Right now is 
the time to co-operate. Your distributor 
will gladly show you the new 1942 sales 
plan—‘“‘Pulling Profits out of the Air.” 
Get in touch with him today. Owens- 
Corning Fiberglas Corporation, Toledo, 
Ohio. In Canada, Fiberglas, Canada, Lid., 
Oshawa, Ontario. 


FIBERGLAS* 


DUSTOL 


*T. M. Reg. U.S. Pat. ua. 


AIR FILTERS 
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Mr. B. Smart Says: 
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(THE KOVEN WATERFILM 
| BOILER BURNER-UNIT 
31S JUST WHAT YOU'VE 

BEEN LOOKING FOR J | 

















A PATENTED 
BOILER PLUS 
AN EFFICIENT 

| BURNER 

















(THIS CUTAWAY 
VIEW SHOWS 
COMPACTNESS 
AND ACCESSIBILITY 
OF BURNER, HOT 
WATER CO/L AND 
ALL CONTROLS | 











The MATCHED WATERFILM BOILER-BURNER UNIT 
in its heavy steel De Luxe enclosing jacket of two 
tone gray hammerloid combines the popular Fast 
Steaming WATERFILM Boiler with an efficient oil 
burner forming a completely co-ordinated oil burning 
unit. This smart appearing heating plant offers you 
the Utmost in Heating Comfort and abundant domes- 
tic hot water from built-in-coils at Low Fuel Costs. 


Models are available to meet the Individual heating 
requirements of the small or large home or multiple 
family house. 


The finest oi! burner that money can buy .. . that 
skill can produce yet surprisingly economical to 
operate, the WATERFILM oil burner co-ordinates per- 
fectly with the High Efficiency and Low Oil Con- 
sumption of the KOVEN WATERFILM BOILER—the 
fastest producer of steam on the market—the wisest 
buy for your home, office or commercial plant because 
a WATERFILM BOILER-BURNER UNIT is tailored to 
meet your Individual heating needs! 


Write or telephone today for complete details 
concerning KOVEN WATERFILM BOILERS. 


WATERFILM BOILERS, INC. 


154 OGDEN AVENUE 


JERSEY CITY, N. J. 


PLANTS: Jersey City, N. J. and Dover, N. J. 
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Stock Control Order 
L-63 Is Reissued 


FOLLOWING several amendments to L-63, 
the WPB order that regulates suppliers’ 
inventories, the order has been reissued in 
its amended form. This order covers stocks 
held by supply houses, distributors, job- 
bers, dealers and retailers of heating 
equipment. Manufacturers are not af- 
fected. 

Principal provisions of the amended 
order are: 

(5) “Seasonal lines” means any line of 
supplies in which a minimum of 40% of 
the suppliers’ total annual sales are made 
during a period of 90 days, or less. 

(6) “Maximum permissible inventory” 
of supplies means: 

(i) In the case of a supplier located 
in the Eastern or Central War Time 
zones, an inventory (owned or consigned 
to him) of supplies of a total dollar value 
(by physical or book inventory, at the 
option of the supplier) equal either to 

(a) Twice the sales of such supplies, 
shipped from his inventories, during the 
second preceding calendar month; or (at 
the option of the supplier) ; 

(b) Two thirds of the sales of said 
supplies shipped from his inventories 
during the three preceding calendar 
months. 

(ii) In the case of a supplier, located 
in any other time zone, an inventory 
(owned or consigned to him) of supplies 
of a total dollar value (by physical or 
book inventory, at the option of the sup- 
plier) equal either to 

(a) Three times the sales of such sup- 
plies, shipped from his inventories, dur- 
ing the second preceding calendar month; 
or (at the option of the supplier) ; 

(b). The sales of such supplies, shipped 
from his inventory, during the three pre- 
ceding calendar months. 

(b) Limitation of supplier's inven- 
tories. (1) Except as provided in para- 
graph (b) (3), (4), (5), and (6), no sup- 
plier shall accept any delivery of supplies 
from any person which will effect an in- 
crease in the inventories of the supplier 
above his maximum permissible inven- 
tory; and 

(2) Except as provided in paragraph 
(b) (3), (4), (5) and (6), no person 
shall make to any supplier any delivery 
of supplies which such person knows or 
has reason to believe will effect an in- 
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War created these prospects 





Many dealers have given up their 
businesses to join the Services or go 
into war industries. Their former cus- 
tomers must find new dealers with 
whom to do business. 





War workers are moving into 
other communities. They don't know 
any local tradespeople or where they 
can get fuel or service for their 


furnaces, 
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Oil Burners 
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You'll get more business from the Classified when 
you give prospects a complete list of the products 
or services you offer. Perhaps, like so many other 
firms, you will also find it profitable to advertise 
under several classifications in the Directory. 


foeloil 


PATS 





Many families purchased their 
units five or more years ago. They 
may now require replacement 
parts. 





S the war goes on there will be more and more 

shifting of markets for sales and service. Much 

of this new business will go to concerns who are 

represented in the Classified section of the Telephone 
Directory. 


An advertisement such as shown to the left attracts 
prospects because it contains the type of information 
they want to know. 


Get your share of this new business by calling the 
telephone company and asking for the 
Directory Advertising Representative. He 





can help you plan a most effective advertis- 
ing message. 
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crease in such supplier’s inventory of 
supplies above the supplier’s maximum 
permissible inventory. 

(3) The supplier in any time zone shall 
be permitted to purchase and store an 
amount of seasonal lines equal to those 
which he purchased in the peak period 
of a comparable period of the previous 
year, but this peak period shall not ex- 
ceed ninety days. 

(4) A-supplier may accept delivery of 
supplies which will increase his stock 
above the maximum permissible inven- 
tory, if such supplier’s inventory of sup- 


plies is at the time of delivery less than 
his maximum permissible inventory and 
the delivery is of the minimum quantity 
of such supplies that can be commercially 
procured. 

(5) A supplier may accept delivery of 
specific items of supplies when his stock 
of all items in the aggregate exceeds, or 
will by virtue of such acceptance exceed, 
his maximum permissible inventory, but 
only to the extent necessary to bring such 
supplier’s inventory of those specific items 
(owned or consigned to him) up to a 
total dollar value equal to the sales of 





| 
| 


7 
~ : 











Better Get Your Orders in NOW, for “Duration 


Quality” NEW TYPE CORD FUEL OIL HOSE 


. but huge quantities must still be distributed to 
keep factories going—stores and homes heated. It will be more important than 
ever to SAVE on delivery time and costs—hose replacements. .That means 
equipping, now, with Goodall’s NEWTYPE CORD —the tough, light weight, 
easy-to-handle Fuel Oil Hose that permits every truck to “go its rounds” much 
faster by speeding up the flow of oil into each customer’s tank. You'll be wise 
to order early, to avoid disappointment due to priority demands. 


Fuel Oil restrictions? Sure .. 


STYLE R-28—Black All-Synplastic 
Cover and Tube. The most effi- 
cient and satisfactory fuel oil hose 
you can buy. Synplastic cover 
protects hose from the deteriorat- on hose 
ing action of oil and grease en- 
countered when servicing garages, 


airports. Synplastic tube is non- tra long service 
i insi fast flow. Newtype Cord construc- 
tion will not kink, even on sharp 
bends—will not flatten when hose 


swelling—retains full inside di- 

ameter. Patented Newtype Cord 

construction is non-kinking, non-  t 

flattening. is reeled. 
Contact Our Nearest Branch for Prices 

and Complete Information 
MAIN OFFICE—9 SOUTH 36th ST., PHILA., PA. 
Branches—New York, Boston, Pittsburgh, Chicago 


GOODALL RUBBER CO. OF CALIF. 
GOODALL RUBBER CO. OF TEXAS 


FACTORY—TRENTON, N. J. EST. 1870 
72 Years of “Know How’’, Our Most Valuable 
Commodity 


RUBBER COMPANY 
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STYLE R-36— Black Abrasive-Re- 
sisting Rubber Cover, Synplastic 
Tube. Goodall's best fuel oil hose 
for conditions causing severe wear 
cover—dragging over 
driveways, walks, curbs, etc. Oil- 
proof synplastic tube insures ex- 


STYLE R-37— Black Oil-Resistant 
Cover, Oil-Resistant Tube. A good 
low-cost hose for open nozzle 
(dry) service. Withstands hard 
wear and the softening action of 
oil to a degree far beyond that 
indicated by its very moderate 
price. 


ALL STYLES described above are 
available in 150' lengths in sizes 
up to and including 2". 


GOODALL KNOWS SYNTHETICS 


Ever since Synthetic Rubber was commercially in- 
troduced, Goodall has been a foremost compounder 
of this man-made rubber. Today, we are batching" 
four of the basic Synthetic Rubbers for everyday 
production runs in our factory. When new Synthetic 
and Plastic substitutes become available, Goodall- 
Whitehead chemists and technicians are ready with 
the precise formulas, timing and control techniques 
so necessary for safe, dependable products. 


life plus full, 





INCORPORATED 


such items shipped from such supplier’s 
inventories during the preceding month. 

(6) The Director General for Opera- 
tions may, from time to time, exempt spe- 
cified suppliers or classes of suppliers from 
the provisions of this order, subject to 
such restrictions as the Director General 
for Operations may impose. 

(7) The provisions of this order shall 
not apply to any supplier: 

(i) Whose total inventory at cost, in- 
cluding consigned stocks, of all supplies 
is less than $20,000.00, and; 

(ii) Whose total inventory at cost of 
each type of supplies as set forth in para- 
graph (a) (1) of this order, is less than 
$10,000.00. 

(c) Provisions of other orders. No pro- 
vision of this order shall be construed to 
permit the accumulation of inventories of 
any item of material in contravention of 
the provisions of any other applicable or- 
der or orders issued by the War Produc- 
tion Board or heretofore issued by the 
Office of Production Management. 
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Emergency Committee 
Moves to OBI Offices 


THE EMERGENCY COMMITTEE for the Oil 
Burner Industry will close its office at 
71 Vanderbilt Avenue, New York, at the 
end of August and will be transferred to 
OBI headquarters, 30 Rockefeller Plaza. 

OBI will enlarge its scope of activities 
and change its name to Oil-Heat Insti- 
tute of America. Members will be asked 
to approve this change at the Semi-An- 
nual Meeting in New York on October 
13. The expanded OBI will include in 
its membership oil burner manufacturers 
(domestic and industrial equipment), na- 
tional or regional fuel oil marketers, in- 
corporated dealer groups, accessory manu- 
facturers and honorary members. The 
structure of the Board will provide for 
representation of all groups. 

President Lewis has appointed J. P. 
Rainbault of General Electric Company 
as Chairman of the Membership Commit- 
tee. Mr. Rainbault will select the other 
members of this Committee. 

The Constitutional Committee, ap- 
pointed to study and recommend changes 
in the Constitution, consists of C. E. 
Lewis, Chairman, R. S. Bohn and G. B. 
Ferris. 
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THE DESIGNING AND BUILDING OF GRATES AND AUXILIARY 
EQUIPMENT for the successful burning of hard fuel, is far more than 
a routine matter. Mr. Oil Burner Dealer, where conversion of Fitzgibbons 
oil-burning boilers to hand-fired coal is desired, use only Fitzgibbons 
grates, bases and controls — because they are correctly made for the job, 


because they fit with custom-made accuracy, because they are designed 
for speedy installation, and for equally speedy dismantling when oil again 


becomes plentiful. And because every customer whose Fitzgibbons boiler 
F you equip with a Fitzgibbons grate, will continue to regard you as his 


0 IL B U R NIN G6 B ol L ER S source of trouble-proof heating comfort. This is what we both want — 


you and ourselves. 






FITZGIBBONS 

GRATE 

ASSEMBLY COMPLETE 
CONVERSION 












We have prepared a bulletin describing the procedure 
and required equipment for converting to coal burning 
any Fitzgibbons 400 Series boiler, Oil Eighty Auto- 
matic, or R-Z-U Junior boiler. Fill in and mail the cou- 
pon below, and we will send you a copy. In special 
cases, bring the problems to us. And in the maintenance 
of Fitzgibbons Steel Boilers, depend upon our Service 
Department for quick shipment of replacement parts, 
and willing cooperation. 


- ——_——oe ee - oe — —— ee ee es ee ee ee ee ee ee ee —_— oe oe oe we ee ee 


Fitzgibbons Boiler Company,Inc. 


101 PARK AVE., NEW YORK, N. Y. 
Send me the bulletin showing how to convert 
Fitzgibbons Steel Boilers to hand firing. 





TE TENE TO RIN IY SR Neca Theat. Mae 
Address State 





BUY U. S. WAR BONDS 
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5 es clipping shown on the opposite page is taken 
from a reprint of an investigation made by the 
National Petroleum News. This investigation clarifies 
the oil situation as it concerns oil burner dealers. If 
you have not seen this report, we suggest you re- 
quest a copy. Write National Petroleum News, 1213 
West Third Street, Cleveland, Ohio. 


This investigation clearly indicates that the present 
situation offers you a big chance to do these things: 


1. Todo your patriotic part in helping conserve oil. 


2. To maintain the good will of the homeowners 
to whom you have sold oil burners. 


3. To make a profit on servicing existing oil burn- 
ers. 


4. To make a profit on replacement parts which 
can be secured without delay from the Web- 
ster Electric representatives and service sta- 
tions whose names are listed below. 


Here's your chance, Brother, and we believe you 
will be making a mistake unless you take full advan- 
tage of the opportunity which exists now. 


You hope and expect to stay in business. There’s no 
better way to do it than by putting your shoulder to 
the wheel of national effort; by maintaining the good 
will of the homeowners in your territory; by helping 
them get the most out of the reduced supply of oil 


our C 


with which they may have to heat their homes. 


At this time, as always, the Webster Electric Com- 
pany is solidly behind you in your effort to help solve 
the problems which confront you now. 


Backing up and assisting the oil burner dealer has 
always been a policy of the Webster Electric Com- 
pany. We have designed and built Fuel Units and 
Transformers of superlative quality. You who have 
sold Webster Electric equipped burners know this 
to be a fact. 


We have equipped you with the necessary charts, 
data sheets and catalogs to help you reduce the cost 
of servicing. 


We have been the only manufacturer of Fuel Units 
and Transformers who has consistently advertised 
oil burners to the homeowner. 


And finally, many dealers tell us that our establish- 
ment of service stations at strategic points has been 
of inestimable value to you. 


The future welfare of the oil burner industry is just as 
important to us nationally as it is to you locally. There- 
fore, take advantage of every opportunity to help your 
past customers now. They are the ones who enabled 
you to grow, who are helping you to stay in business 
now, and whose good will will be an important factor 
in your progress after this war is over. 


WEBSTER ELECTRIC COMPANY, Racine, Wisconsin, U. S. A. Established 1909 
Export Dept.: 100 Varick St., New York City. Cable Address: ‘‘ARLAB”, New York City 





WEBSTER ELECTRIC SERVICE STATIONS AND SALES REPRESENTATIVES 
Ignition Transformers, Fuel Units, and Parts 


Tolbesia. Sen Besncionc 


Connecticut, West Hartford... . Bell Pump Service Company 


Braun Bros. Heating Supply Company 
Braun Bros. Heating Supply Company 
Delavan Engineering Company 


Cronin Supply Company 
__.E L Kimball 


Garland-Affolter Engr. Corporation... .. .. 
Garland-Affolter Engr. Corporation... ... 


Sales Representative 


Sales Representative 
Seine tala 


. Service Station 


124 W. 4th Street 

.Rialto Building 

100 Park Road 

3146 W. Chicago Avenue... .. 
812 Oak Street 

414— 12th Street 


. .2817 Laclede Avenue 
600 Spring Street............. 
1618 Central Avenue 
1 


Certified Fuel Unit Service Secsece 
Providence Plumbing Supply Company. 
. Corporation 











Conservation Can Save 25% 
In Fuel Oil Consumption 


Conservation of 25% of normal 
fuel oil is altogether practical and 
can be accomplished by proper 
setting of thermostats, checking 
and correcting heating system, 
and structural changes in houses— 
such as caulking window frames, 
according to findings of a technical 
committee of fuel oil experts. 

They recommend that the in- 
dustry prepare an inspection list 
for homeowners and service men 
to check these three categories. 
Also, they believe that a standard 
procedure for making these checks 
should be publicized throughout 
the industry. 


Reproduced by permission of National Petroleum News 











C of C Survey Shows 
Public Plans Purchases 


INSTALLATIONS of heating equipment in 
both new houses and as replacements in 
existing homes will figure prominently in 
vast post-war purchases of goods to which 
the consumers of this country are even 
now looking forward, according to the 
findings of a preliminary survey by the 
United States Chamber of Commerce as 
announced Aug. 8, in Washington. 
Approximately one in 30 of the famil- 


ies interviewed said they were planning 
to buy a new home. Three out of 10 
homeowners said that they would make 
improvements in their homes as soon after 
the war as possible. Of the latter, 7% 
mentioned furnaces, oil burning or other 
heating installations. 

To be followed by a more intensive re- 
search, the chamber’s preliminary survey, 
called a “pilot canvass,” also revealed 
widespread consumer planning for pur- 
chase after the war of other products, 
such as other home improvements and 




















OTHER FILTER OFFERS: 
7. 

Positive Depth Filtration 
y i 


Scientifically Controlled 
Uniformity 


Service calls to keep old equip- 
ment in operation will steadily 
increase, now that new burners 
are unavailable, and good serv- 
ice men are scarce. A Fulflo 
Filter, added to present installa- 
tions, is a silent “Service Man’, 
always on the job preventing 
those many “nuisance” failures 
due to dirty oil. 


Conserve Irreplaceable Units 


Fulflo Filters will help keep 
present installations operating 
more efficiently and reduce wear 
on parts by removing all the 
dirt, scale, and gummy residue 
that causes clogged burner 
nozzles, scored pumps, etc.—the 
sediment that ordinary strain- 
ing fails to stop. 


IMMEDIATE 
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“Hard-to-get” Service Men 


DELIVERIES 


Glew 
“SERVICE MAN” 


— stays on the job 
— works for nothing 


Install Fulflo Filters 
to Cut Down Calls for 





















Unique Scientific Design 

In a Fulflo Filter, interlocking 
layers of soft cotton yarn in the 
sturdy tubular filtering element 
trap all kinds of destructive sedi- 
ment. A variety of standard ele- 
ments are made for different 
grades of oil, all scientifically 
controlled for uniformity. 
Adding Fulflo Filters to the 
burners you serve is good busi- 
ness you can get right now. You 
save money for the customer, 
conserve his equipment, and 
save yourself money on service 
overhead. Get the facts... 
write today. COMMERCIAL 
FILTERS CORPORATION, 
28 West Third St., Boston, Mass. 











FIGTERS 


G U.S. PAT. OFF, 
FOR BURNERS..TANK TRUCKS 
Both Replaceable and 
Throwaway Units Available 
Model AS4 (illust.) replaceable 
filtering element. Capacity 20 G.P.H. 
— approved by Underwriters’. Throw- 
away unit, Model TU4, has same 
capacity at about half the price. 





conveniences, automobiles, washing ma- 
chines, refrigerators and other articles 
tending to make living more comfortable. 

Although emphasizing that the first job 
was to win the -war quickly, Eric A. 
Johnston chamber president, in comment- 
ing on the preliminary survey, added that 
it must also be realized that “when peace 
comes we shall have to turn to the every- 
day task of supplying the nation’s ac- 
cumulated wants and in doing so furnish 
jobs for the millions who will be released 
from the armed services and from war 
production. 

“We hope,” Johnston declared, “to as- 
certain facts that will make easier the 
huge reemployment task that will follow 
the ending of the war. Theories have their 
proper place in postwar planning, but the 
problems that peace will bring to Ameri- 
can industry and to the country as a 
whole will be solved only on facts. 

“The coming survey is divided into 
two phases—consumer research and spe- 
cific industrial research. First to be anal- 
yzed will be the postwar market. Then, 
the market analysis will be translated into 
terms of raw materials, plant capacity, 
machine tools and labor required to meet 
the demands of consumers.” 

Four-fifths of the persons questioned 
said that they were now ready to make 
one or more purchases of certain specified 
articles if it were not for the war. 
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Minneapolis-Honeywell Starts 
124 Station Radio Program 


MINNEAPOLIS-HONEYWELL went on the 
air Monday, August 3rd, 10:15 to 10:45, 
Eastern War Time with a coast to coast 
Blue Network show, “ALIAS JOHN 
FREEDOM.” Its initial broadcast was 
dedicated to the M-H Victory Workers 
and the following programs will be in the 
interest of the war effort of today and 
automatic heating and air conditioning 
and controls for processing in industry in 
the post war period. Minneapolis-Honey- 
well is the first of a group of 4 teamed 
sponsors who will present this program 
each Monday night on a 124 station hook- 
up. “ALIAS JOHN FREEDOM” relates 
the adventures of John Freedom, anony- 
mous hero whose secret international mis- 
sion is to arouse the peoples of enslaved 
nations against the Axis powers, striving 
to keep alive the spirit of hope. 
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THE ANSWERS 
FOR G-E DEALERS 


—just off the press!! 


Copies of this timely booklet are now ready for distribution. It 
is designed to help you maintain happy relations with present 
customers and future prospects in your territory. It is a valu- 
able guide for home-owners regardless of the type of furnace 
they own or the fuel they use. Write to your local G-E Heating 
Distributor, or direct to this division, for your sample copy. 


“Tips on Fuel Conservation” is one example of how General 
Electric aims to protect its dealers and its goodwill with the 
public. Continuing national advertising in consumer “home” 
magazines is another. General Electric Co., Automatic Heat- 
ing Division 2489, Bloomfield, New Jersey. 
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OBI Engineers Complete 
Fueloil Rationing Plan 


Nuge can read the report of the 
OBI Engineering Committee on its study 
of oil rationing without a feeling of pride 
in the industry’s work on the subject. The 
report is a monumental piece of work that 
was released, unfortunately, too late to be 
included in this issue, and its length and 
thoroughness makes distribution of | in- 
dividual copies impractical. It was pre- 
sented at Washington on September 1, 
by Chairman Frank H. Faust. 

Recommendations are that coupon ra- 
tioning be instituted only as a last resort 
when it is found that the eastern shortage 
is sufficiently severe to warrant the ex- 
pense of setting up the system. On this 
subject the report points out: 

“Domestic fueloil consumption in the 
East is probably not over 20% of the total 
usage of all petroleum products. A saving 
of 10% in domestic fueloil will result in 
an overall saving of only 2%. 

“Unless it is absolutely impossible to 
provide normal oil requirements after rea- 


sonable conservation and conversion, it 
would be desirable not to institute con- 
sumer rationing.” 

In essence, the report recommends a 
basic ration of 60% of the normal individ- 
ual demand, to which would be added 6% 
for full weatherstripping; 6% for equip- 
ment in good repair; 8% for full storm 
windows; and 10% for insulation in the 
attic floor. 

In unusual cases a supplementary ration 
would be allowed by filing an applica- 
tion containing certain structural and 
technical data. In no case would individ- 
uals be allowed more than 90% of their 
normal demand, and limits would be im- 
posed to prevent heating large houses for 
few occupants. 

The report recognizes that its figures 
have been collected largely from manu- 
facturer and dealer engineers’ surveys of 
their own homes, and therefore possibly 
use less oil than the average home. That 
this conclusion is logical is revealed by 


the average normal consumption of 1,838 
gallons for the houses surveyed. This cov- 
ers the Middle West as well as the East, 
though only five houses are as far south 
as Arlington, Va. Average normal East 
Coast consumption for the area north of 
Virginia is 2,268 gallons per burner, ac- 
cording to calculations based on total light 
fueloil demand in 1940 (see page 14). 
The report recognizes the necessity of 
extensive policing to make fueloil ration- 
ing equitable. It is easy to understand how 
this plan, without a close check on the 
condition of users’ homes, might turn into 
a straight 10% cut. This is the very thing 
the Engineering Committee is trying to 


avoid. 
© 

Hays Corp., Michigan City, Ind., has 
appointed Power Specialty Co., Houston, 
Texas, to cover Southeastern Texas; En- 
gineering Products Co., Charleston, W. 
Va., to cover Southern West Virginia; 
and Energy Control Co., Philadelphia, to 
handle the New Jersey-to-Virginia terri- 
tory formerly covered by the Paul B. 
Huyette Co. Energy Control also has 


been named flow meter representative for 
the Cochrane Corp., Philadelphia. 








Investigate this 
oil saving baffle 
The AGITAIR heat baffle rests on 


hot gases to sides of boiler or fur- 
nace, produces a scrubbing action 
that speeds heat transfer. 

You get higher COs and lower 
stack temperatures. Made of high 
quality fired refractory; length 19 
inches, but can be reduced to 16 by 
removing end sections. 

Retails at $7.50 in your shop, or 
$12.50 installed; quickly returns its 
cost in oil saving. Dealer and jobber 
discounts bring you excellent profit. 

Write today. 


AIR DEVICES INC. 


17 East 42nd St., New York, N.Y. 
2326 So. Michigan Ave., Chicago, Ill. 





top of combustion chamber, deflects ‘ 











We’ve GOT To Win! 


and it’s YOUR Job! 
Together, we must make it our FIRST job! 


But, also, you have a duty to your customers— 
new equipment and repairs. For home-heat in 


Victory is MY job.... 


Defense Housing Areas, we can supply you with 
Space Heaters, Conversion Burners, Furnaces, re- 
pair parts for all LACO burners, as well as 
primary and secondary controls. WRITE TODAY! 
HARVEY COCKLIN 


LACO OIL BURNER co., 


Dept. 742, Griswold, lowa 
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TUTHILL PUMP COMPANY 939 &. 9stw st., CHICAGO, ILLINOIS 









MUST BE 
DEPENDABLE, /oc-/ 


Under existing shortages, it is imperative 
that Tuthill Pumps and Fuelstats be kept running 
like new. That is why Tuthill has developed a 
dependable wartime service plan which assures 
prompt, economical handling of pump repairs or 
reconditioning. Here’s a service you can count 
on, available at our authorized service stations 
or at the factory. 







Write for Details 
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Fully Automatic 


940 Arlington Ave., Oakland, Calif. 


Here’s a Water Heater 
that offers heavy duty 
performance at mini- 
mum costs... with a 
minimum use of critical 
materials. 

a 


270 G.P.H. 100° Rise 
i 


230 Gal. Self Contained 
Storage Tank 


&» 


Ideal for Army Barracks, 
Hospitals and Kitchens, 
and for War Housing 
Dormitories, Factories, 
etc., where heavy use of 
hot water demands large 
capacity. 


ROL 


No Insulation, no Galva- 
nizing on Standard Units 


The New 
JOHNSON 


Here’s the answer to a wartime need .. . a fully 
automatic water heater that delivers 270 gallons 
per hour .. . that consumes a minimum of fuel 

. that is built with a minimum of critical 
materials. 


It has the famous Johnson Bankheat Burner 
with 225,000 btu output to insure high recovery 
and large volume . . . a burner which carries 
the Underwriters’ and Commercial Standard 
Label for safety and performance. 


The 230 gallon tank is not insulated, nor galva- 
nized, nor encased in a steel jacket (except on 
special order). In these and other ways, the use 
of essential materials has been cut to a mini- 
mum without sacrificing efficiency or safety. 


SAFETY 
R 


TEMPERATURE 
CONT 


QUL 


Lots of hot water...on hand instantly...day or night! 


REMOVABLE 
SMOKE HOOD 
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HOT WATER OUTLETS 
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PRECAST 






COLD WATER INLETS 





“225 


It is built of black steel plates, electric arc 
welded; extra heavy steel fire-tubes; and precast 
refractory lined. combustion chamber for oil or 
gas fuel. Temperature and pressure relief and 
drain valve are standard equipment. It requires 
little floor space. Installation is simple and in- 
expensive. 


May we send you the complete data on this 
wartime “big brother” of .the widely known 
Aqulux 85 and 150 models? Or on the still 
larger, standard Johnson heaters with capacities 
up to 600 g.p.h. and special units which we can 
build to your particular specifications? We'll 
send it gladly. 


S$. T. JOHNSON CO. 


40 years experience in the Engineering and Manufacturing of Fuel Oil Equipment 
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401 N. Broad St., Philadelphia, Pa. 














IF IT CAN BE 
REBUILT... 
SID HARVEY'S 
CAN DO IT! 


SID HARVEY’S has the largest 
and best equipped plant devoted 
exclusively to the rebuilding of 
oil burner pumps, controls, motors, 
valves, etc., which enables you to 
make money and keep customers 
satisfied in these serious times. 


Pumps_ reconditioned by SID 
HARVEY’S are guaranteed to 
look and work like new, and the 
same goes for controls, motors, 
and everything that we recondi- 
tion. . . . And remember if it’s a 
special unit that can’t be repaired 
we have the adapter that will en- 
able you to replace it with a 
standard part. 


Save time, call-backs, and gasoline 
—send us your troubles or write 
for complete details on SID 
HARVEY’S Reconditioning Ser- 
vice, Repair Kits and Catalog of 
Specially Priced Services. 





HARVEY ‘* TWO-WAY” 
SHIPPING BOX SOLVES 
PUMP PACKING PROB- 
LEMS 








o 7% $10 HARVEY 
VALLEY st 








Here’s the answer to packing pumps, 
motors, etc., for rebuilding or exchange. 
Special built-in center section holds se- 
curely two fuel units and one pump and 
other smaller items. Screw-on reversible 
cover has our address inside for return. 
Strongly built for safer transportation. 
Free use on orders for $15 or more. 





SID HARVEY, INC. 


VALLEY STREAM, N. Y. 
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New Gas Installations 
Stopped September 1 


NEW OR ADDITIONAL installations using 
manufactured gas were stopped Septem- 
ber 1 by an order similar to L-56 which 
stopped oilburner installations. Gas may 
not be delivered to installations for space 
heating made after September 1, except 
where the gas burner was specified in the 
original contract for a new building, and 
the foundation under the main part of 
the building was completed before Sep- 
tember 1. In these cases the burners may 
be installed up to November 15. 

Non-residential users are forbidden gas 
for any equipment that was not operated 
prior to September 1. 

There are three exceptions to the limi- 
tation on manufactured gas: (1) where 
the capacity of the new equipment is less 
than 150 cu. ft. per hour; (2) where new 
equipment replaces existing equipment of 
the same or greater capacity; and (3) 
where WPB grants specific approval for 
a new installation. 

The order set up machinery for cur- 
tailed deliveries of artificial gas when an 
actual shortage occurs. First to be cut in 
such cases would be consumers whose con- 
tracts with the utility give the utility the 
privilege of interruption. This would not 
apply to war plants and essential civilian 
services having no stand-by facilities. 

If this cut should be insufficient, the 
following consumers would be curtailed, 
in order: 

Any consumer having stand-by facili- 
ties; other consumers not in the war in- 
dustry and essential civilian category; and, 
last, the war industries and essential civil- 
ian services which are not specially ex- 


empted by WPB. 
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Dust-Stop Fall Ads 
Have Dealer Tie-in 


FOLLOWING its offer of spring and sum- 
mer selling aids designed to help heating 
and air conditioning distributors and deal- 
ers increase their volume of air filter re- 
placement and general repair business, 
Owens-Corning Fiberglas Corporation is 
sponsoring a national fall consumer ad- 
vertising campaign for its Fiberglas Dust- 
Stop Air Filters. 

At the same time, Owens-Corning is 
offering distributors and dealers a series 


of hard-hitting fall selling aids. With fur- 
nace failure a bugaboo to home owners be- 
cause of difficulty in obtaining major re- 
pair parts, the fall selling aids, like those 
offered for the spring and summer, are 
aimed at selling both air filter replace- 
ments and the dealer’s inspection, over- 
haul and repair services. 

The consumer advertisements are 
scheduled to appear throughout the re- 
mainder of the year in Life, The Saturday 
Evening Post, Better Homes and Gardens, 
and American Home—magazines with a 
combined circulation of over 11,000,000. 
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LEVELOMETER 
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A LEVELOMETER 
gauge on an oil tank 
installation eliminates 
guesswork—it insures a 
curate readings at ail 
times. 


Convenient, remote read- 
ing:—LEVELOMETER dial 
may be located at any 
reasonable point from 
tank and—large gradua- 
tions and numerals make 
it easy to read. 


LEVELOMETER tank 
gauges, approved by 
Underwriters’ Labora- 
tories, operate on an ex- 
clusive adaptation of the 
hydrostatic principle. No 
liquid is used in indicator 
to be affected by tem- 
perature changes, to 
evaporate, stain glass or 
to be blown out due te 
excessive pumping. 


Levetom M rere 





LEVELOMETER 
+ ty - lly ‘cunt 


Get complete detalls 
regarding LEVELO- 
METER tank gauges— 
the Remote Reading 
gauges that insure ac- 
curate — trouble free 
check-up. 





Small Medel 
LEVELOMETER 
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3E-!9SKILLMAN AVE LONC 


SLAND CITY, N.Y 
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SERVICE 





As long as American homes 
are heated, there must be 
heating service! To prolong the 
life of equipment! To achieve 
greater efficiency in heating plant 


operation ! 


Available fuels are being called 
on to meet both War and civilian 
needs. In view of this fact, effi- 
cient heating plant operation is 
not only desirable, it is an obliga- 
tion. An obligation shared jointly 
by the owner and the man whose 
business is heating service. 


War has cast fuel in a vital, 
many-sided role. Fuel means life! 
It means power! It means swift 
movement of men and equipment! 
Yet individual owners do not have 
the know-how of fuel-saving 
through increased efficiency. Only 
the heating man can do this job. 
How important is fuel today? As 
you read this, the approaches to 
the Caucasus are running red with 
Nazi blood. Hitler is willing to 


MEANS 


pay any price for its rich oil 
wells. That’s how important one 
fuel is to our enemies. Realiza- 
tion of this makes it unthinkable 
that a gallon of oil, a pound of 
coal or a cubic foot of gas should 
be wasted in America. 


Everywhere in America today, 
we hear talk of Civilian Defense. 
By any line of reasoning, home 
heating qualifies as a vital link in 
such Civilian Defense. Home heat- 
ing is essential to health. It has 
a definite bearing on civilian 
morale. But there is no time, 
now, to train any new men for 
heating service. Present heating 
men must see it through. Heating 
service is their job. It is their 
business. 


War has placed a tremendous 
responsibility squarely on the 


shoulders of all heating men. And 4 
the men who measure up to the 


present responsibility will emerge 
from this War with the un- 





/ 


TOMORROW 


bounded loyalty and respect of 
those whom they serve. Service 
today means survival. Service to- 
day means sales tomorrow! 


Like all Americans we can think 
of a tomorrow. But not at the ex- 
pense of today’s job. Because to- 
day’s job, well done, will help as- 
sure that tomorrow—a tomorrow 
that will be ours. 


Oil-O-Matic 
where are finding the VIC- 
TORY SERVICE Program in- 
valuable in doing the service 
job demanded by todays con- 
ditions. 


dealers every- 
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HEATING 


WILLIAMS OIL-O-MATIC HEATING CORPORATION 


BLOOMINGTON 
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ILLINOIS 

















New Products 
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A-P Limit Control 


A NEW TYPE U temperature limit control 
has been introduced by Automatic Prod- 
ucts Co., Milwaukee, for use with floor 
furnaces, central heating units and space 
heaters using vaporizing oilburners. It is 
designed to give controlled heat with a 
minimum of fuel, by preventing overheat- 
ing or excessive temperatures. 

This new control consists of a charged 
Thermo element, capillary tube, throttle 
and shut-off mechanism, and Safety Con- 
stant Level oil control valves. The Thermo 
element is placed either in furnace bon- 
net, or under floor grill, on floor type fur- 
naces. Here the temperature in the bon- 
net or grill, acting through the Thermo 
element, accurately controls High or Low 
oil flow to the burner, or in case of ab- 
normally high temperature, shuts off the 
flow of oil by positive spring force. 

The control is accurate, easy to oper- 
ate, and is constructed with a minimum 
of critical materials. It can be easily 





Type U A-P thermostatic control for 
vaporizing burners 
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equipped for completely Automatic op- 
eration through Wall Termostat by the 
simple attachment of an A-P Thermo- 
static Electric Conversion Set. 


} 
Konver-To-Kol Unit 


For Quick Conversions 


A NEW CONVERSION unit employing the 
oilburner fan to supply combustion air to 
the coal bed is being made by Albert Lea 
Foundry, Albert Lea, Minn., and is being 
marketed nationally by the Heimann Co., 





Konver-To-Kol Kit 


Minneapolis. It consists of a hearth ring 
that is placed on top of the combustion 
chamber, and a special casting with pin 
type air openings and special air jets for 
extra draft. This “Combust-Aid” feature 
is designed to burn gases usually lost up 
the chimney. 

The “R” model for 18-24 inch round 
boilers and furnaces is standard, and the 
Model “O,” to be used with the “R,” is 
an extension section for larger round or 
rectangular boilers and furnaces. 

The unit burns any type of coal in any 
type of heating system. The thermostat 
controls the forced air flow from the burn- 
er to regulate the generation of heat. 

Konver-To-Kol retails for $29.95. The 
kit includes the hearth base and casting, 
hearth cement, clinker tongs, and sum- 


mer service scoop. The Heiman company 
has prepared complete advertising and 
sales promotion material for dealer help. 
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General Magnetic Valve 


A COMPLETELY redesigned 3-way magnetic 
valve which includes both larger iron pipe 





General's W-3-3 Magnetic Valve 


sizes and port sizes, is announced by Gen- 


eral Controls Co., Glendale, Calif. The 


valves, designated as Series W-3-3, -4, -5, | 


are capable of handling oil, water, air, 
gas, steam, refrigerants and similar fluids 
and vapors not corrosive to valve material 
up to 400°F, with I.P.S. sizes up to 1” 
and port sizes to 15/32”. 


© 
Sal-Mo Supply Duct 


SALL MOUNTAIN CO., Chicago, IIl., has de- 
veloped a new, non-metallic supply duct 
for use in warm air heating and air con- 
ditioning systems. 

This new supply duct is acceptable in 
residential installations carrying normal 
temperatures in either gravity or blower 
types and can be used to within six feet 
of the plenum chamber on the supply line 
and the entire return line. 

Not only does Sal-Mo Supply Duct 
save up to 90% of the usual metal in a 
typical installation, but it is quicker to 
install. The small amount of metal neces- 
sary is in the form of standard fittings and 
simple connecting collars. 

Sal-Mo Supply Duct is available in 
any quantity. 

A most unique feature of this new 
Duct is its compactness for shipping. Be- 
cause of its special corner design, a com- 
plete fabricated section can be packed in 
a folded position. This permits simple, 
economical handling and storage. 
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The “blackout” at the left rep- 
resents the space that would 
normally be devoted to an inter- 
esting installation photo of Pitts- 
burgh-National Meters serving 
some important wartime appli- 
cation. Since censorship pre- 
vents the showing of such 
pictures, it can only be men- 
tioned that these meters are in 
use on Army Tank Trucks; Naval 
Airplane Tenders and Carriers, 
Battleships and Cruisers. They 
are standing guard at the input 
and dispersal points of many 
important pipelines and are 
helping refineries in the war- 
induced urgency for more and 
better production. 


N wartime duty — working with and for our armed 

forces, Pittsburgh Rotocycle Meters are again demon- 
strating those characteristics of inbuilt accuracy and thor- 
ough dependability that have made them the big favorite 
with petroleum marketers and distributors everywhere. 


Only top performance can meet the high standards estab- 
lished for meters by our various governmental branches. 
We are proud that a large share of our gasoline and oil 
meter production has been drafted for the essential require- 
ments of the United States Army and Navy. 


PITTSBURGH EQUITABLE METER COMPANY 


NEW YORK OAKLAND Cc NORDSTROM VALVE COMPANY KANSAS CITY SEATTLE . 
BROOKLYN TULSA nea Main Offices, Pittsburgh Pag PHILADELPHIA HOUSTON Rotocycle Meter, Model B-5, with 

DES MOINES CHICAGO = 2 i SAN FRANCISCO COLUMBIA ° . . 
mempHis Boston NATIONAL METER DIVISION, Brooklyn, N. Y. Los ancetes BUFFALO Straight Reading Setback Register 


and Master Meter Duplicator. 





There’s a ROTOCYCLE Meter for Every Type of Service 
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Airtemp Offers Dealers 
New Coal-Fired Furnace 


THE NATION-WIDE dealer organization of 
the Airtemp Division of Chrysler Corp., 
Dayton, Ohio, has been offered the new 
Viking Self-Stoker coal-fired furnace 
through the Chrysler Airtemp Sales Cor- 
poration, according to Paul B. Zimmer- 
man, vice-president and general sales man- 
ager. 

“The arrangement made with Viking 
Mfg. Corp., Dayton, will give our dealers 





WHY EXPERIMENT? 


Kraiss! Products Offer 
Proved Performance 


Kraissl 
Class 60 
heavy oil 
pumps 


known and 
used as stand- 
ard equip- 
ment for many years wherever inde- 
pendent pump and motor sets are re- 
quired and as booster pumps for pump 
type burners. 





Kraissl Class 72 
Strainers and Filters 


wu 


Single and duplex types for suction and 
discharge service. Any practical degree 
of filtration. A necessity on every fuel 
oil line to protect pumps and burner 
nozzles. Available for low pressures as 
well as high pressures up to 500 pounds 
hydrostatic test. 





Kraissl-Trumbull 
#522 Fuel Pump Unit 


for gravity type oil 
burners having a 
burning capacity of 
not more than 3 gal- 
lons per hour. A rug- 
ged, dependable, wall 
pump approved by 
Underwriter's Labo- 
ratories, Inc. 





Write for literature and dealers prices. 


THE KRAISSL COMPANY 


295 WILLIAMS AVENUE 
HACKENSACK, NEW JERSEY 











an added opportunity to be of service to 
their communities,” said Zimmerman. 

The new, low-cost Viking Self-Stoker 
Furnace, developed to answer the demand 
for coal-fired equipment in areas where 
the sale of oil- or gas-fired equipment has 
been prohibited, represents, according to 
Viking Mfg. Corp., the most modern and 
efficient coal-fired equipment available. 
Tests indicate that the Viking Self-Stoker 
has four outstanding advantages as com- 
pared with old-style coal furnaces: (1) 
It cuts to a minimum the amount of hand 
stoking required, as one filling of the fuel 
chamber lasts 12 hours at high operation 
and three or four days if the furnace is 
set at “low.” (2) Automatic control of 
the dampers provides even temperature, 
saves fuel and work. (3) The design pro- 
duces maximum heat from each pound of 
coal burned, wastes a minimum up the 
chimney, saves coal and money. (4) The 
furnace is very clean as the fuel is con- 
sumed with a minimum of smoke, little 
ash and no clinkers. 
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Victory Grate Makes 
Blower Type Conversions 


AMERICAN GRATE Company has been 
formed at Newark, N. J., to manufacture 
and sell “Victory” grates for converting 
gun-type oilburner installations to forced 
draft coal-burning jobs. The grate is in- 
stalled on top of the combustion chamber, 
and the oilburner blower and controls are 
used for automatic operation. The fuel 
charge is hand fed in the usual way. 
The name, “Victory,” is registered in 
New Jersey. The company has no connec- 
tion with any other marketing coal grates. 
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Harvey “Two-Way” Box 
Speeds Pump Shipments 


SID HARVEY, INC., Valley Stream, N. Y., 
has developed a “Two Way” shipping 
box to help the oil burner service organ- 
izations ship pumps and fuel units back to 
them for rebuilding. 

Features of this box are its strong 
wooden construction with a specially de- 
signed center piece that will hold securely 
a pump and two fuel units and insure safe 
transportation. All that is necessary for 


the dealer to do is to insert the pumps 
(together with a number of smaller parts, 
if desired) and fill in extra space with old 
newspapers. Then he screws on the re- 
versible top and it is ready to go. 















Te $10 HARVEY 
VALLEY sta 





Harvey's Two-Way Shipping Box 


This box is so designed that it will ac- 
commodate any pump or fuel unit. 

Sid Harvey offers the use of this box 
free to any organization that sends two 
units for rebuilding. 








A 
MILLION 
DOLLARS 

a 

Year! 





VENTALARM is saving more than a 
million dollars a year for fuel oil de- 
liverers. Are you getting YOUR share? 


Conserve 


TRUCKS 
TIRES 
TIME 

MEN 


Order Now! 











VENTALARM 


*T, M. REG. U.S. PAT, OFF, 


SCULLY SIGNAL COMPANY 
86 First St., Cambridge, Mass. 





September 
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IS YOUR BRIDGE TO 
FUTURE.PROFIT 





All you ever heard or read about the impor- ~ 


tance of service, goes double now! 


Service is not only important— it’s a vital 
necessity. And not for the heating industry 
only—for all industry —/for the whole nation! 


In the heating industry we’ve got a special 
job to do—the job of conserving ... protect- 
ing what we have. We’ve got to save existing 
equipment...make it do...and see that it 
serves efficiently and economically —to pro- 
tect health and morale—‘¢o save fuel! 


There’s no time to dream now about the 
post-war world. But you can do a little hard 
thinking. And it doesn’t take much imagina- 
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SX 30°. ez 
- a 


tion to picture the market—the pent-up de- 
mand—that will exist then. 


Service is your bridge to that market— 
those future profits. It’s a worth-while job 
right now— it will pay off richly when the 
war is won. 


Penn offers you full co-operation in keep- 
ing existing heating plants functioning effi- 
ciently. Like all items of equipment, automatic 
controls must be skilfully and thriftily serv- 
iced. Under established priority rules Penn 
is prepared to furnish new controls to replace 
those which cannot be made to function effi- 
ciently. Penn Electric Switch Co., Goshen, Ind. 
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Fueloil Rail Movement 
Up Sharply in August 


IN THE WEEK ending August 22, rail de- 
livery of petroleum products from the 
West to Eastern markets averaged 817,- 
980 barrels a day, or well above the 800,- 
000 mark previously considered the sum- 
mer peak. In the week ending August 15, 
daily average was 830,820 barrels; in the 
week ending August 8 it was 809,430, 
while in the August 1 week it was 784,- 
350 barrels average. Tank cars in use for 
this service are about 65,000. 

Petroleum Coordinator Harold L. Ickes 
believes that an additional 5,000 cars can 
be rounded up for this work, and on Au- 
gust 5 Deputy Coordinator Ralph K. 
Davies dispatched telegrams to represent- 
atives of the petroleum industry in the 
West and Southwest, and to principal 
tank car companies, asking that they 
make these extra cars available. Within 
a week 2,400 additional cars had been 
turned in and put in operation. 

Meanwhile Joseph B. Eastman, Direc- 
tor of the Office of Defense Transporta- 
tion, reported that two-thirds of all oil 
products are now moving Eastward in 


solid train loads, and on August 6 a 
meeting was held in Dallas bringing to- 
gether oil and railroad men to plan in- 
clusion of small producer shipments in 
soild-train hauls. A similar meeting was 
held in Chicago August 12. An average 
of threg hundred solid trainloads of oil 
is rolling Eastward at any hour of the 
day, with 66 charted routes available. 
The Office of Defense Transportation 
on August 17 assumed wartime emer- 
gency control over all domestic waterway 
craft capable of transporting liquid cargo 
in bulk. General Order ODT No. 19, 
effective September 10, gives ODT au- 
thority over all cargo loading, unloading 
and transport for such vessels; permits are 
required before movement, except in cases 
of petroleum moving in a general norther- 
ly and easterly direction, where no such 
restrictions apply. Effect of the order will 
be to substantially force such carriers into 
petroleum hauling, wherever practical. 
Financing of oil carriers was made 
easier on August 1 when Jesse Jones, Sec- 
retary of Commerce, announced that the 
Defense Plant Corp., in cooperation with 
the Army Corps of Engineers, Inland 
Waterways Corp. and Smaller War 


Plants Corp. had agreed to finance a pro- 
gram to provide additional barges to trans- 
port oil, while maintaining and improving 
existing inland waterway transportation. 
Present steel barges built for dry cargo 
are to be converted into tank barges; to 
replace them, dry cargo barges will be 
built with wooden hulls. When the new 
oil barges are available, they will be char- 
tered to private carriers for operation. 

Satisfactory progress on the new 24” 
pipe line from Texas to Illinois is reported, 
with pipe being laid at several points 
early in August. 

Arrangements also are under way to 
extend the Plantation from Greensboro, 
N. C., to Richmond, Va. This extension 
will be handled as a Government project, 
and will require the relaying of 165 miles 
of second-hand 8-inch pipe. Work al- 
ready is progressing on two related proj- 
ects that will increase the flow of refined 
products to Greensboro from 60,000 to 
90,000 barrels daily, making 30,000 bar- 
rels a day available for piping to Rich- 
mond. Most of the refined products 
moved to Richmond via the extension 
would be trans-shipped by barge to Wash- 
ington, Baltimore, and Philadelphia. 





FIRING 
TROUBLE? 






==TRY 
MONARCH 











or shut-down? 
Combustion roar? Poor CO2? 


jobs of these troubles! 


and ask for recommendations. 


MONARCH MFG. WORKS, INC. 


—. WESTMORELAND AND SALMON STS. 
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Almost any Nozzles seem to give passable 
fires on some burner installations—but “pass- 
able” results are “out” for the duration! How 
about those jobs you aren’t quite satisfied 
with? Are they pulsating on start-up, running, 
Do they have smoky fires? 


A Monarch F-80 nozzle with the correct spray 
characteristics, used in conjunction with the 
proper air mixing equipment, can cure most 


Tell Monarch all about some particular job, 





Write for Catalog D. 






PHILADELPHIA, PA. 
























“SUPPLIERS TO UNCLE SAM” 




















@ You hear a lot these 
days about "know-how"... 
an industry's grand total 
of specialized experience. 
Quiet May's total is grand 
indeed . . . reason enough 
for our vital role in war 
production. Reason, too, 
for America's confidence 
in the peacetime products, 
past and future, that bear 
the name of MAY. May 
Oil Burner Corporation, 
Baltimore, Maryland. 
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Cashin with Convest-O-Crake 








QUICK 
FACTS 


CONVERT-O-GRATE is a com- 
plete kit for re-converting Gun- 
type Oil Furnaces to coal. Fits 80% 
of all domestic gun burner instal- 
lations. Backed by Anchor Post 
Fence Company—a name you and 
your customers can rely on! 
QUICK! Preliminary installation 
takes about 2 hours. Customer 
continues to burn oil while his 
supply lasts. When fuel shortage 
forces conversion, job is com- 
pleted in 8 minutes! 
SAVES OVER HALF what old- 
fashioned conversions cost. 
SEMI-AUTOMATIC. Uses oil 
burner blower for draft. Thermo- 
stat still regulates furnace. 
BURNS EITHER OIL OR COAL, 
Customer can switch back when- 
ever oil shortage ends—in 8 
minutes! 











HEATING DIVISION, ANCHOR POST FENCE CO. 


6709 Eastern Avenue, Baltimore, Maryland 





Front-page news stories straight from 
Uncle Sam are threatening, warning, 
reminding Oil Burner Owners they’ve 
GOT to convert to coal—using such 
phrases as “people may freeze”... 
“war plants may be shut down!” And 
every announcement sends Convert-O- 
Grate sales SOARING, because this 
amazing wartime invention converts oil 
burning furnaces at less than half the 
cost of old-fashioned conversions. And 
there’s the reason Convert-O-Grate gives 
you the biggest chance in Heating 
history for quick, sweet profits! 


Inquiries from consumers are pouring 
in. Dealers report they’re swamped 
with orders. As winter makes the fuel 
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oil shortage worse, sales will skyrocket 
to new heights. NOW IS THE TIME 
TO CASH IN! Every day you delay 
means lost sales, lost profits. Fill in the 
coupon below—tear it out and mail it 
to us today for your share of this land- 


office business! 


We'll rush you by return mail full de- 

tails of Convert-O-Grate construction— 

installation—performance—price and 

profits... plus details of FREE mer- 
chandising plan that makes it easy to 
get all the Convert-O-Grate sales you can 
handle. Newspaper mats, telephone 
canvass, Radio spots, letters, circulars, 
sales manuals! First come, first served. 
MAIL THE COUPON NOW! 


HEATING DIVISION, Anchor Post Fence Co. 
6709 Eastern Ave., Baltimore, Md. 

Rush me full information and prices on your new 
Convert-O-Grate. 1 am an ( Oil Dealer, ( ) Oil 
Burner Dealer, ( ) Heating Contractor. 
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DEALERS ! 
DISTRIBUTORS ! 


Protect Your 


Customers and 


MAKE PROFITS 


with 


VICTORY 


GRATE 






































Burn Coal with your pres- 
ent oil burner fully auto- 
matic. 


Installation in less than two 
hours. Back to oil in one- 


half hour. 
AS LOW AS 


$35 00 


(Plus Installation) 


liberal Dealer Discounts. 


WRITE TODAY 
FOR EXCLUSIVE FRANCHISE 


——_ 


AMERICAN GRATE CO.° 


476 Broad St., 
Newark, N. J. 


MI—2—2850—1 
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EFFICIENCY CHARTS that make sense to 
experienced dealers are not always under- 
standable to homeowners. Doctors, law- 
yers and other non-technical oilburner 
users have trouble visualizing CO. and 
stack temperature in terms of gallons of 
oil. 

A step toward clearing this situation 
has been taken by Sun Oil Company, 
which has redrawn the conventional burn- 
er efficiency chart to make it read in terms 
the oilburner user can understand. CO. 
and stack temperature are still the guides 
in using the chart, but the intersection of 
the lines marks not only the per cent of 
overall efficiency, but also the number of 
gallons of oil wasted out of each 100 gal- 
lons used when compared with 80% efh- 
ciency. 


(Co2) IN _ FLUE GAS 
o n o] @ rT) ro) = rs) a a a 


PERCENT CARBON DIOXIDE 


+ 


Efficiency Chart for Consumers 








A CO, of 10%, for instance, and a 
stack temperature of 600° wastes about 
eight gallons out of each 100 used, com- 
pared with an 80% overall efficiency. 
This, it is felt, is easier to understand than 
73% overall efficiency. 

The back of the card which carries the 
chart shows various causes of waste, the 
evidence of waste and the way in which 
it can be corrected. Points covered are ex- 
cess air in the fire, evidenced by low CO; 
in the firebox; air leaks in the boiler, evi- 
denced by low COgz in the stack; exces- 
sive temperature at the smoke outlet, evi- 
denced by high thermometer readings; in- 
complete combustion, which shows up as 
smoke, unburned oil and carbon monox- 
ide; and excessive draft at the flue con- 
nection. 


CHART FOR ESTIMATING FUEL OIL WASTED 





STACK FLUE GAS TEMPERATURE —— DEG. F. 


EXAMPLE :- 


6.5%Carbon dioxide (CO2) influe gas 


525 Deg. F. Flue gas temperature 


Approximate OIL WASTE = 14Gal. out of each 100 Gal. compared to 80% Eff. 
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Read these typical dealer 
reports concerning the suc- 
cess of the Delco-Heat Min- 
ute Man “Stitch in Time’ 
Service Program. Every mail 
brings still more—equally 
enthusiastic. 


A bost of local selling aids 
... direct mail pieces, news- 
paper ads, radio spot an- 
nouncements, special Heat- 
ing Analysis Sheets, “Con- 
serve for Victory” door- 
opener booklets, banners, 
posters, stickers, etc. give 
Delco-Heat dealers “what 
they need” to do this job in 
their community. Delco- 
Heat’s consistent magazine 
campaign helps keep the 
ball rolling. 


DELCO APPLIANCE 


DIVISION OF GENERAL MOTORS 
CORPORATION, ROCHESTER, N. Y. 





READ THESE SUCCESS STORIES 


* “Thanks to the Minute Man program, | expect to hold my 
organization together and to show a profit substantially 
equal to that of normal years.” 

“‘The Minute Man service plan is paying dividends not only 
in dollars but in good will from both dealers and users.” 
“We have already obtained over 600 ‘Stitch in Time’ 
service jobs and expect to have 800 or more before Fall.” 
“Received over 100 service jobs from the first 600 
Minute Man letters sent out.” 

“The ‘Stitch in Time’ program has increased our service 
income more than 100%.” 

“Returns from first Minute Man mailing have created 
$5,975 of actual service business, and orders are still 
coming in.” 

“The idea of preventive service has hit the jack-pot with 
our users. Also, the further source of revenue from later 
fuel saving attachments has been a godsend.” 

“Since the advent of the ‘Stitch in Time’ promotion, we 
already have 500 service contracts, 90% in the higher 
price brackets—an increase of more than 40% over last 
year. Even more important, our service men feel a greater 
confidence in the security of their jobs; hence, morale is 
high.” 

“Our Minute Man service profits will go far toward 
offsetting our reduced earnings on product sales. Also, 
‘Stitch in Time’ service is a great aid in maintaining 
customer good-will.”’ 

68% of our customers have already signed up on our 


Minute Man yearly service contract, and we expect to 
reach 90% before Fall.” 


* NOTE: Names and addresses of Delco-Heat dealers 
who supplied the above facts furnished on request. 


OURING 
WAR OR PEACE 
DELCO 
APPLIANCE 


\ “DOES THE 14 


BETTER” 








FUEL CONSERVATION 
in Thousands of Homes 


Dependable 
Controls ... 


Here’s one way YOU can help stretch America’s 
Fuel Supply even farther—help lift the load from 
our overburdened transportation facilities—render 
a real service to your customers . . . NOW, before 
cold weather starts, inspect, adjust, repair your 
heaters now in use. Replace with new A-P Con- 
trols where possible. 


On New Wartime 
Building Projects... 


Be sure to contact your local Defense Housing Con- 
tractors, FHA Offices and FPHA—tell them about A-P ; 
DEPENDABLE CONTROLS for Gravity Fed Oil Burning BAA 
Heaters and Furnaces. De- 
pendable, trouble-free serv- 
ice of A-P Oil Control Valves 
is welcome assurance of fuel 
conservation so essential to 
our Nation's War efforts. 


A-P Model 240-Q, 
Temperature Limited 
Furnace Control. 


+ 
AUTOMATIC set COMPANY 


MILWAUKEE “wisconsin 


PENDPRLE 








REPAIRS AND 
MAINTENANCE 


Ta 


x* 





Under the provisions of Order P-84, our government has 
authorized the sale of heating and plumbing equipment for 
repair and maintenance purposes. This is full recognition 
of the urgent need for fuel-thrifty heating and the health 
protection of proper sanitation. It is your opportunity to keep 
the ball rolling until the restoration of normal business. 


WHEN REPLACING OLD VALVES, SELL A 
COMPLETE HOFFMAN VACUUM SYSTEM 


When repairs are necessary, it is just as easy to do a complete 
job as to settle for a half-baked one. 
For example, if a customer needs new radiator valves to replace 
leaking, fuel-wasting old-timers, there’s your opportunity to sell 
him a complete Hoffman Vacuum System. You make a better 
profit and your customer takes a profit in lower heating costs 
and in greater comfort. Installing a Hoffman Vacuum System is 
genuine cooperation with our war program. Hoffman Vacuum 
Valves contain no more metal than the cheapest air valve—but 
the job they do is infinitely superior. Fuel of all kinds plays a vital 
partin war production—Hoffman Vacuum Valves help conserve it. 
Remember that Hoffman Vac- 
uum Valves are the valves with 
the Double Air Locks, Six 
a Venting Adjustment and 
ort-tongue Bess If you 
haven’t complete information, 
see your jobber or write Hoff- 
man Specialty Co., Dept. FO-9, 
1001 York St., Indianapolis, Ind. 



















THESE COMMON 
REPAIR JOBS 
ARE YOUR OPPORTUNITY 
Leaky or inoperative radiator 
valves, broken-down boilers or 
faulty main vents give you an oppor- 
tunity to turn a trouble job into a real 
profit job. Vacuumizing the system by in- 
stalling Hoffman Vacuum Valves steps up 
efficiency and lowers fuel consumption. 


HOFFMAN 
ALVES TRAPS + PUMPS 


September 
1942 


Rn tilt a net 


veenrcwer i < 





tech SBE a i el 


FHA Insuring Loans 
To “Convert! Conserve!” 
LOANS TO HOMEOWNERS to convert their 


domestic and commercial oilburners or to 
install insulation, storm sash or weather- 


stripping, are being insured by Federal & % 


Housing Administration under Title I. 

A campaign to publicize FHA-insured 
loans to the building industry is under 
way at present. Though most building is 
prohibited, loans still can be made through 
private banks and lending institutions 
with insurance under Title I: 

1. For remodeling houses to provide 
additional living facilities for war work- 
ers in any designated Defense Housing 
Area. No authorization required for jobs 
costing less than $500 and requiring no 
critical material. When critical materials 
are used apply on form PD-406 if ma- 
terials cost less than $800, or PD-105 if 
materials cost more than $800. 

2. For repairs to maintain property. 
Heating equipment is repaired and ser- 
viced under P-84 carrying an A-10 rating. 

3. For installations to conserve fuel. 
This includes conversions to coal in the 
East, and 


insulation, weatherstripping 







HOMES FOR 
VICTORY 





Official Campaign Emblem 


and storm windows and doors in all parts 
of the country. Though no specific men- 
tion is made of adjusting, reconditioning 
and modernizing existing oilburners under 
this plan, it is assumed that this work can 
be done and financed as part of the repair 
and maintenance work provided for in the 
paragraph above. 


* 


Title I loans for these purposes can be 
financed over 36 months, if desired, as 
provided in the amendment to regulation 
W passed by the Federal Reserve Board, 
July 27. No down-payment is necessary. 


® 


Orders and Amendments 


AN AMENDMENT to Limitation Order L- 
79, announced August 11 removes from 
the order the provision that permitted 
sales of replacement oilburners in cases 
where a new burner would save fuel. 
Such installations can no longer be made. 
Preference Rating Order P-98, under 
which fueloil distributors obtain necessary 
operating materials, has been reissued 
without change and will remain in effect 
until September 15. A new order sup- 
planting the present P-98 will probably 
be ready for issuance by September 15. 
Limitation Order L-173 was issued Au- 
gust 5 by the War Production Board, cut- 
ting off further production of domestic 
space heaters fired by fueloil or gas, ex- 
cept to fill Government orders. In addi- 
tion to the common space heaters, types 
included are circulating heaters, radiant 














KEEP ’EM FIRING 


“Gaitioed 


Self-Contained Forced Warm Air 
Automatic Oil-Fired Heating Units, 
(from 50,000 to 500,000 B.T.U./Hr.) 


* Industrial Space Heaters up to 
500,000 B.T.U./Hr. 


* Boiler-Burner Units up to 25 HP. 


Some Distributors and Dealers are receiving Government 

business for Heating Equipment. If you are one of those 

who are called upon to submit estimates, heating plans 

and surveys, we suggest you enlist our cooperation and 
our engineering service. 


Write today for "ENGINEERING STANDARDS" — this 
valuable 72-page book on Engineering, Installation and 
Operation of Heating Systems, sent free on request to 














Sheet Metal Contractors and Dealers, Engineers and 
Architects. This offer made for a limited time only. 







HEATING DIVISION 


GAR WOOD INDUSTRIES, inc. DETROIT 


Protect Freedom—Buy War Bonds 
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SMALL 
MOTOR 


for General Purpose Applications 


Types—Capacitor, mounted on motor or separately. 

Spgeps—1400 to 3400 RPM. 

PowEr—1/80 to 1/20 depending on speed. 

Voitaces—Up to 220 A.C. 

Frequencies—60, 50. and 25 cycles. 

Basgs—Solid, flange, or resilient. 

MountTincs—Horizontal, Sidewall, Ceiling or Verti- 
cal, with shaft up or down. 

ErricigNcy—High for such small powers. 


This type of motor has no internal switch. 






What is your problem? 


The OHIO ELECTRIC 


Manufacturing Co. 
5913 Maurice Ave., Cleveland, Ohle 


: 








on MOTORS 


47 








heaters, direct fired gas unit heaters, and 
floor and wall furnaces. The order per- 
mits the production of replacement parts 
for heaters now in operation. 

Limitation Order L-161 was issued Au- 
gust 25, stopping the use of copper or 
its alloys to manufacture parts for fuses, 
except current carrying parts, effective 
in 15 days. The order also prohibits the 
assembly of fuses with copper parts after 
30 days. Fuse sales were stopped for 15 
days, except sales to other manufacturers, 
or on a rating of A-10 or better. It is 
estimated the order will save 1,200 tons 
of copper annually. 
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Seven Companies Awarded 
Army-Navy “E” Pennant 


SEVEN FIRMS in the industry have been 
awarded the Army-Navy “E” within the 
last month for excellence in the produc- 
tion of equipment for the country’s armed 
forces. The companies are Bethlehem 
Foundry & Machine Co., Bethlehem, Pa.; 
S. F. Bowser & Co., Fort Wayne, Ind.; 
Gilbert & Barker Mfg. Co., Springfield, 


Mass.; Kewanee Boiler Corp., Kewanee, 


Ill.; Minneapolis - Honeywell Regulator 
Co., Minneapolis, Minn.; Philco Corp., 
Philadelphia, Pa.; and Williams Oil-O- 
Matic Heating Corp., Bloomington, III. 

The award is the outgrowth of the 
Navy “E,” first awarded for excellence 
in gunnery, and later awarded to compa- 
nies doing exceptional work for the Navy. 
Since December 7 the award has become 
a joint recognition by both the Army and 
the Navy for those companies that have 
produced high quality materials at high 
rates of output. 

The award is evidenced by a pennant 
which flies over the plant, and by lapel 
buttons that are worn by officers and em- 
ployees. 


} 
Timken Is Training 
Dealer Service Men 


RECOGNIZING THE NEED for properly 
trained mechanics to replace those who 
have left dealers’ employ either to build 
or man the nation’s planes, tanks and 
ships, Timken Silent Automatic, Detroit, 
is conducting a series of service training 
schools at 58 different points. 


According to F. M. Jordan, General 
Service Manager under whose direction 
the schools are being held, they are for 
the two-fold purpose of training men who 
have never before serviced an oil burner, 
as well as for “refresher” training for ex- 
isting mechanics. 

Many of the schools are lasting as long 
as five days. In nearly all cases evening 
classes are being held. Two factory in- 
structors are conducting each school, with 
full-color slide films used to supplement 
Actual equipment is 
being taken apart and reassembled. 

“This is by far our most ambitious un- 
dertaking along the line of service train- 
ing schools,” Mr. Jordan said. “We have 
devoted more than two months to pre- 
paring the slide films and program in 
general and are confident that the schools 
will do a thorough job of training me- 
chanics who can be depended upon for 
proper servicing of other manufacturers’ 


oral instruction. 


equipment as well as our own.” 

The dates of the schools and the points 
at which they are being held may be se- 
cured by addressing the Timken Service 
Department at 100-400 Clark Ave., De- 
troit. 





Recommended for NEW 
Refractory Economy 











FOR BONDING 

,» J-M Hellite is ideal 
p) for bonding fire- 
brick with thin 
joints, wash- 
coating and 

patching old lin- 
ings. Settings 

are strong and 
permanent. 
Comes ready- 
mixed, works 
easily, sets 
without heat. 
















FOR POURED LININGS 
J-M Firecrete 





THE TORIDHEET 
LIBERTY LINE 





























handles as easily | 
as ordinary | 
concrete. Will 
not shrink, | 
crack or disin- | 
tegrate. Ideal | 
for rotary- 
burner 
hearths, | 
combustion] | 
chambers,]| | 
etc. 




















FOR SEALING 
J-M Fireite is an 


asbestos furnace 
cement that effec- 
tively seals clean- 
out doors, flue 
pipes and other 
furnace parts. 
Supplied ready-mixed, is easily worked 
and applied. Adheres tightly to cast- 
ings, sheet metal or any other clean 
surface. Air sets without heat. 





Write for New 
Edition of 
Booklet RC-8A 
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REFRACTORIES 
FOR OIL BURNERS 


® Time-tested on thou- 
sands of jobs, these dur- 
able J-M Refractory 
Products provide maxi- 
mum assurance of long 
life and freedom from 
maintenance. They are 
stocked by leading dis- 
tributors throughout the 
United States ... are 
easily obtainable on 
short notice. For the 
name and phone number 
of your nearest supplier, | 
write Johns-Manville, 
22 East 40th Street, 
New York, N.Y. 


equipment. 





Also, prompt shipment 
oil-burner boilers. 


You owe it to yourself 


to cut oil consumption. 


complete information. 


TORIDHEET DIVISION 








QUICK SHIPMENT FROM STOCK 


We can make immediate shipments from stock of the 10,.owing 


Model B Wall-Flame Burners 

Model C Wali-Fiame burners 

Model S Pressure Burners 

Model G Pressure Burners 

Series OEO Air Conditioning Furnaces 
Model 140 Water Heaters 


out equipment with Toridheet—because Toridheet was created 


This is the time to tie up with Toridheet. 


CLEVELAND STEEL PRODUCTS CORP. 


Oil Burners % Air Conditioning Units % Oil-Burner Boilers 
Coal and Gas Furnaces *% Water Heaters 














can be made from warehouse stocks of 


and to your community to replace worn- 


Write today for 


CLEVELAND, OHIO 

















September 


1942 
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‘lam Converting My Own Oil Burner 
to Coal.” Harold L. Ickes, ¥ii8u'Geonticator 


SELL GOAL CONVERSION 


AND HOLD YOUR FUEL OIL CUSTOMERS! 


It's true—You can convert oil fired heating plants 
to coal and at the same time retain your oil burning 
business in addition to the extra profits of conversion 
sales! Only KONVER-TO-KOL makes this possible 
because the original installation and the switch from 
oil-to-coal back to oil is the matter of but a few 
minutes any time during the heating season! Many 
KONVER-TO-KOL units are being purchased to be 
kept in the basement for quick installation when it 
becomes necessary to discontinue fuel oil heating. 


Truly KONVER-TO-KOL is the "OIL" heating en- 


gineers' answer to the coal conversion problem. 


Automatic Controlled Heat -Na Ashes 


KONVER-TO-KOL 


SAME DAY INSTALLATION OIL-TO-COAL BURNER CONVERTER 





CHECK KONVER-TO-KOL POINT BY POINT — THE 
MOST COMPLETE TROUBLE-FREE CONVERSION UNIT 
ON THE MARKET. 

AUTOMATIC CONTROLLED HEATING with no removal or 


destruction of present oil burning equipment. The thermostat operates the 
oil burner blower supplying forced air flow to the fire. Uniform heating 
temperatures are assured—saves many basement trips. 


NO BULKY ASHES. fue! is burned down to a clean dust free 
clinker easily removed. Eliminates bulky ashes, the bane of old-fashioned 
shaker grates. 


ECONOMICAL TO OPERATE KONVER-TO-KOL burns 
easy-to-get coal or cokes of most inexpensive types and less of it! Con- 
sumes fuel gasses usually lost up the chimney. 


HELP WIN THE WAR. "oil is Ammunition". Every conversion you 


make helps your country, your customers, and yourself. 


Made and Guaranteed by the 
Albert Lea Foundry, Albert Lea, Minnesota 


Address all correspondence to 


THE HEIMANN COMPANY acres cntctive 


1218 Harmon Place, Minneapolis, Minnesota 






Soil 
fee ‘of heat 





SWITCH FROM OIL TO COAL AND 
BACK IN A FEW MINUTES! 








XY WARM AIR PLANT OPERATES 
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DO NOT CONFUSE “KONVER-TO-KOL" 
WITH OLD-FASHIONED SHAKER GRATES 
—NO BULKY ASHES! 











KONVER-TO-KOL OPERATES IN ANY 
GUN TYPE OIL FIRED FURNACE THAT 
FORMERLY BURNED COAL 


Ready for prompt shipment your KONVER- 
TO-KOL Model “R” sales package includes (1) 
Hearth Base (2) KONVER-TO-KOL (3) Package 
Hearth Cement (4) Clinker Tongs (5) Summer 
Service Scoop and a complete instruction card— 
retail price complete $29.95 with generous dis- 
counts for dealers and distributors. No govern- 
ment restriction on credit terms! No priority 
needed to sell! KONVER-TO-KOL extension 
parts for other than round furnaces at $9.95 retail. 

Installation requires five simple steps. No special 
tools or high priced labor necessary—may be done 
by home owner if desired. 





DISTRIBUTORS & DEALERS WANTED! 


Cash in on the tremendous demand. Help 
your government and make extra profits 
with KONVER-TO-KOL! Competent oil equip- 
ment distributors write on business stationery 
for complete distributor's plan. Free adver- 
tising and sales promotion kit sent with 
order. 


ORDER KONVER-TO-KOL TODAY 
FOR FAST PROFITABLE SALES! 
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Control Wiring for the 
Blower Type Conversions 


M UCH is being said these days about 
the conversion of oil burners to coal blow- 
ers. This changeover presents a service 
problem to the householder and an oppor- 
tunity for the dealer service organization 
to render a real service at the time of mak- 
ing the change. It is not to be expected 
that such a radical change will be totally 
free of problems. In the interest of re- 
ducing these problems to a minimum, some 
hints would seem to be in order particu- 
larly in connection with the controls that 
are already installed and how to handle 
them. 

Some companies are advocating and 
selling grates or similar equipment that 
is installed on top of the combustion cham- 
ber, and then the oil fuel pump and igni- 
tion is disconnected and a means provided 
for ash removal so that a gun type oil 
burner can be employed as a coal blower 
in localities where oil shortage is predicted. 

The use of the oil burner primary con- 


trol has been advocated as a means of ac- 
tivating the motor when coal is burned. 
This plan creates problems for the follow- 
ing reasons. 

The characteristics of coal heating are 
such that the operating sequence normal- 
ly obtained with controls when burning 
oil will not be available with coal. There 
is an abrupt drop in stack temperature 
when an oil burner stops—but when coal 
is burned a long period of time elapses 
after the burner stops before the drop in 
stack temperature is sufficient to establish 
the primary control starting circuit. Dur- 
ing this interval—and it might be an hour 
or more—the burner could not start even 
though the thermostat called for heat and 
this will create customer complaint. In 
addition, the slow making of the starting 
circuit will at times cause the relay to 
chatter and this condition will soon burn 
up the contacts. Experience with coal 
blowers has shown that high stack tem- 





peratures are often encountered—the 
stack in some cases becoming red hot. Ex- 
cessive temperatures will ruin the bi-metal 
element of stack controls—and the fuel 
gases generated by some types of coal will 
result in the deterioration of metal parts. 

It is for these reasons that an intermedi- 
ate relay is desirable, and that complete 
removal of all stack mounted instruments 
is necessary. 

In the event a primary control is util- 
ized, one suggestion is that it should be 
mounted on a board suspended from the 
ceiling, far enough away from the heating 
plant so that radiant heat from the stack 
or a rise in the ambient temperature will 
not cause the control to operate. A rise in 
temperature of about 50° will cause the 
control to open its cold contact and cause 
it to remain inoperative until the contact 
is again established. 

A hole should be drilled in the mount- 
ing board to admit the helix and stem of 
the control. The mounting collar that is 
used to support the control in the stack, 
or preferably a flat mounting flange, 
would have to be secured to the board to 
support the control. A mounting of this 
kind will in most cases require the splicing 








Consere FOR VICTORY 


Thousands of gallons of oil are wasted 
annually because they are burned in a dirty 
heating plant. Soot causes heating sys- 
tems to rust out, thus wasting valuable 
materials that are hard to replace at this 
time. 














. the burner that makes customers 
for dependable 


Fill orders with Herco. . 
say “Thank you!” .. . for oil savings .. . 
performance . . . for all-around heating satisfaction. Remem- 
ber . . . the opinions of today’s customers will affect to- 
morrow’s sales. And you can keep ’em smiling with a Herco. 


The Kent Double Suc- 
tion Furnace and Boiler 
Cleaner will remove 
the soot that causes 
this waste. It is fast, 
powerful, sturdily- 
built. It cleans by 
vacuum, thus, no fuss 
—no muss. 


At present, war materials demand 100% of Herco’s produc- 
tion. But a limited number of Herco burners are available 
for immediate delivery. 


All Herco Burners are listed as approved by Underwriters’ 
Laboratories, Inc., for’ Commercial Standard CS75-39. 





Let us solve your furnace and boiler clean- 
ing problems as we have solved many others. 


THE KENT COMPANY, INC. 


168 Canal St. Rome, N. Y. 


Branch offices in principal cities. 

















HERCO OIL BURNER CORP., LANCASTER, PA. 








September 
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TESTED AND APPROVED 


EMERGENCY CONVERSION 





STOKET 
INSTALLED 
INA 

HOT WATER 
HEATING 
PLANT 


Why STOKET 
BENEFITS THE CUSTOMER 


saves money 

saves fuel and transporta- 
tion for winning the war 

saves on material and 
installation costs 

uses present thermostatic 
controls 

easy to install 

inexpensive 

fully guaranteed 


Why STOKET 


BENEFITS THE DEALER 
profitable to sell 
keeps him in business 
keeps his customers happy 














CONVERT OIL-FIRED 
FURNACES TO BURN 


COAL or COKE 





Stoket installed in warm air furnace 


STOKET Burns.... 


Bituminous Screenings 
Stoker Coal 

Pea Coke 

Anthracite Buckwheat 


Other small or standard 
sizes of solid fuel 


SiOKEN 


PATENT PENDING 


Stoket has been under test and de- 
velopment for seven years, pending a 
time in our national economy when 
the use of oil and gas for fuel should 
be restricted. That time is now .. . 


and STOKET is ready! 


Tested and approved for 
emergency conversion § by 
Prof. J. W. Peach of Johns 
Hopkins University and Prof. 
Lauren E. Seeley of Mason 
Laboratory, Yale University. 


THE TIME IS NOW! 


Stokets are selling fast, the demand | 
is URGENT 


WRITE US TODAY 


for literature and the complete }f 
story of Stoket’s profitable dis- 
tribution plan! 


For quick action, address nearest 
factory representative. 





STOKET Manufacturing Co. 


964 Berry Avenue 


FACTORY REPRESENTATIVES: 


tueloil 


é ofl heat 


Saint Paul 


Minnesota 


Wm. J. Debler, 71 West Manheim St., Philadelphia, Pa. 
Durkee & Perkinson, 151 E. Post Road, White Plains, N. Y. 
Joseph A. Mullen, Hotel Avery, Boston, Mass. 
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Model 2A-300 


In WAR TIME you must be sure!—USE GENERAL FILTERS 


Save valuable time; eliminate filter troubles; reduce service costs. 
The GENERAL FILTER removes finest solids and sticky gums and waxes. 


Two Models: Heavy-Duty Model 2A-300 for power burners; 
heaters and water heaters. 
Excellent design. Fine record of results for users. Dependable. 


Model 1A-50 for space 


GENERAL FILTERS, INC. 


8699 West Chicago 


GENERAL 





FUEL 
OIL 


Fl 


Detroit, Mich. 





LTER 








Listed: Re-Examination Service, Underwriters’ Lab. 








of the line and low voltage leads for it 
has not been the habit of installers to 
waste wire, conduit or Bx when stack 
controls are installed. 

The safety switch must be shunted. To 
do this the nuts on the two terminals on 
top of the safety switch of older models 
may be loosened and a short piece of wire 
used to form a bridge between the two 
terminals. 

With some later models of primary 
controls, a short piece of wire looped to 
avoid the reset lever will have to be used, 
and the ends of the wire soldered to the 
screw heads on the top of the switch. 
These screws must not be tampered with 
in the field or the safety switch will be 
thrown completely out of adjustment and 
this makes the soldering operation manda- 
tory. 

After the primary control is mounted 
and wired in its new location, it will have 
to be placed in the cold or operating posi- 
tion. In some models this will be accom- 
plished by winding up the helix and re- 
leasing it. With other models it will be 
necessary to pull out the actuating rod, 
where the lever on the rod is provided and 


in the case of older controls the bi-metal 
loop will have to be pushed toward the 
relay case and released. 

Where older types of two piece con- 
trols are encountered, the stack control 
should be removed. However, each type 
of primary control, and there are dozens 
of them, will require individual study be- 
fore exact procedures can be determined. 

With all these complications it will be- 
come immediately apparent why the use 
of an intermediate relay is the simplest, 
and in the long run, the cheapest manner 
of handling the burner motor when it is 
functioning as a coal blower. 

It is these difficulties that must be taken 
into consideration when making the con- 
version, and afford the installer and the 
service man an opportunity to recommend 
to the customer the best possible way to 
solve his problems. 


© 


Hotstream Heater Co., Cleveland, has 
issued a folder describing its Model “B” 
balanced type domestic Draft-O-Stat, and 
the new model “BM” motorizen Draft-O- 
Stat for domestic and commercial work. 


Oil-O-Matic Telling 


War Production Story 


PAGE ADVERTISEMENTS appearing in the 
September issue of Fortune, the August 
24 issues of Finance and Newsweek, the 
August 29 issues of Business Week and 
Colliers, and the September 1 issues of 
Christian Science Monitor, Wall Street 
Journal and the Chicago Journal of Com- 
merce, praise the work of American in- 
dustry in mass production of precision 
machinery, and tell the part that Wil- 
liams Oil-O-Matic Heating Corp., Bloom- 
ington, Ill., is taking in this, “America’s 
Best-Known ‘Secret’ Weapon.” The ads 
are signed by Oil-O-Matic, “For more 
than 20 years manufacturers of precision 
built oil heating equipment. For the dura- 
tion—producers of precision-built War 
materiel—24 hours a day, 7 days a week.” 


Commenting on the company’s current 
advertising, W. A. Matheson, vice-presi- 
dent, says, “We are proud of the work 
we are doing, and of the fact that we were 
in a position to be of real help when 
needed.” 
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Every specialty for Forced Hot Wate: Th AH 

House Heating Mowe aa eal Sater AND ALSO CRIMPS aeunane. 

Heating. Send for catalog and price sheet, Rajah Terminals to ignition cable Bloomfield 
’ without the use of solder or any other tools N. J. 


BELL & GOSSETT CO. 
MORTON GROVE, ILL. _. 


September 
1942 
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BE SURE OF YOUR BOILER SPECIFICATIONS 


USE THE AUTHORITY 


The BEACON BOILER REFERENCE BOOK contains 7116 listings of boilers and boiler-burner 
units up to 2900 sq. ft. steam and equivalent hot water,—new, old and obsolete— 


Page Heading: 








BOILER MANUFACTURER 
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554 Pages. 1 1/4” Thick. 8 1/4” x 5 1/4” Overall. 
Handy for Desk, Pocket or Brief Case. 
Eliminates Your bulky Boiler Files. 


COMPLETE RATINGS AND SPECIFICATIONS ON 
195 MAKES .. 412 TRADE NAMES .. 7116 BOILERS 
FOR THE FIRST TIME IN A SINGLE VOLUME 


You will find this volume a handy, useful working tool. Strongly bound; 
heavy paper cover; easy to use, because the names are in large bold 
type. This book will stand punishment and its accurate and complete 
contents will serve you well. It is necessary equipment for every well 
equipped dealer, jobber, contractor, salesman, service and installation man. 
Remember, if it saves one wasted trip back to the shop, or jobber, it’s 
worth its cost! 
© ) 9 
This book will earn its cost in a very short period because it will: SAVE 
TIME; SAVE PHONE CALLS; SAVE UNNECESSARY TRIPS and 
CONVERSATION. Everybody interested in or working with boilers, 
burners, stokers, or heating equipment should have this necessary reference. 
ORDER YOUR COPY TODAY! 
; 8 @ 9 

Also given in the listings are the trade names or numbers of the various 
series made by the manufacturers; in most cases of older boilers, the date 
of the catalog and whether it is obsolete; location or disposal of manufac- 
turer; in many cases the source of parts. Shape of boiler and whether steel, 
cast iron, etc., is shown for practically all boilers, in addition to the data 
shown above. 











Price $3.00 


A Comprehensive Catalog and Guide Con- 
taining Technical Data on Domestic Heating 
Boilers Rated Up To 2,000 Sq. Ft. Steam 
and Equivalent Hot Water. 















HEATING JOURNALS, ING, 
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ORDER YOUR COPY TODAY ... PRICE $3.00... C.0.D. $3.25 








Other Interesting and Valuable Books & Reprints 


1941-1942 SPECIFICATIONS BOOK OF OIL BURNERS 
AND FUELOIL 

Gives specifications for 2200 models and makes of burners by 
237 manufacturers. Gives grade of oil officially specified for 
each burner, method of atomization, air source, ignition data, 
oil feed, gph rating and motor size. 50c. (Bulk purchase or- 
ders on request.) 


PRACTICAL OIL BURNER SERVICE 

64 pages of the best articles published in AIR CONDI- 
TIONING & OIL HEAT during recent years. Excellent 
if you want to increase your service business during the 
war. Many topics covered. How to balance steam systems, 
increase efficiency, test units, baffle boilers and furnaces, ad- 
just burners, figure combustion chambers, calculate stack 
loss, etc. $2.00. 


KNOWING THE A TO Z OF CO, 

This invaluable booklet shows you how you can test your 
customers’ burners by modern methods obtaining a high 
CO: rating and a low stack temperature. $1.00. 


SERVICE ON ALL MAKES OF OIL BURNERS 

This book is essential in your repair and service work. Gives 
10 detailed analyses of the most common basic service prob- 
lems and shows you how to solve them efficiently. 50c. 


REDUCING FUEL OIL BILLS 

This amazing booklet will help you show homeowners, in a 
language they can understand, how you can save them 
money. Minimize your customers’ oil bills and make a real 
profit with the right kind of service. 50c. 


“Oil Burners,” by Kalman Steiner, includes discussion of 
fundamental and advanced engineering and methods of oil- 
burner design, construction, installation, operation and main- 
tenance. Covers the characteristics, specifications, combus- 
tion, handling, and applications of fueloil. $4.50. 


“Herkimer Service Manual.” Now you can buy this famous 
manual. It is a complete service and installation guide for 
oilburners, gas furnaces, and stokers written for the expert 
as well as the beginner. It is distinguished as the bases of 
the Herkimer Institute courses. $4.00. 


Because of the thousands of small orders we receive, we ask that cash, stamps, money orders or check be sent with all or- 
ders. If you wish to order C.O.D., an extra charge of 10% is made to cover shipping and collection fees. 





FUELOIL & OIL HEAT 222 madison ave., New York, N. Y. Lex. 2-4566 


taeloif 
é off heat 


53 











THIS IS A GOOD TIME TO CON- 
SIDER THE MERCOID VISAFLAME 


(LIGHT ACTUATED) CONTROL SYSTEM 






Oe 
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BB nay eng 


The possibilities of improved oil 
burner design and performance are 
unlimited with the use of the Visa- 
flame. In your plans for the future, it 
will pay you to investigate. Let our 
engineers show you what can be done. 
There is no obligation. 


THE MERCOID CORPORATION 
4219 Belmont Ave., Chicago, Illinois 











with facts. 


York, N.Y. 








We’re Ready to Buy 
Workable Ideas or Patents on 
Vaporizing Burner or Complete Unit 


We are a large manufacturer and we are in the 
market for IDEAS on vaporizing burners or com- 
plete units. Don’t take up our time or your own with 
any ideas that aren’t entirely practical and work- 
able. We are not looking for theories but for proven 
ideas and equipment. 
with a man or company that can back up its claim 
Write giving full details — everything 
will be kept in strict confidence. Address Box num- 
ber 451, Fueloil & Oil Heat, 232 Madison Ave., New 


We are ready to do business 

















W eatherstrips 


(Continued from page 24) 


The homeowner will spend to fit up 
the average old house with weatherstrips 
$125 to $150, for which FHA financing 
is available, and since there is virtually 
no depreciation in this equipment, once 
installed, the investment will return from 
15 to 30% each season for many years. 
Equally important this year is the actual 
gallonage saving, for if fueloil is rationed, 
weatherstrip may mean the difference be- 
tween comfort and discomfort in the cold- 
est months. 


The cost and savings figures quoted are 
based upon the more permanent, or metal 
type, of weatherstrip. Felt, or combina- 
tion wood and felt strips help temporarily, 
and cost far less, but they are not a par- 
ticularly good investment, for they soon 
lose their close-fitting characteristics and 
let in as much air as the unstripped win- 
dow. 


Metal weatherstrips are mostly of zinc 
or brass, both critically scarce materials, 
yet the zinc variety seems to be available 
in most markets. The average house job 


embraces 19 windows and three doors, 
needs 70 pounds of zinc. But this 70 
pounds when applied to a house saves 
hauling a ton of oil in precious tank car 
space. Again, the 70 pounds of zinc will 
save as much oil as a ton of average in- 
sulating material. 

Relatively little manpower is needed to 
install a lot of weatherstrip. Four men 
can pile their tools and all materials into 
one car and complete the average house 
job in a day. Some firms prefer to work 
one man to a house; they send out four 
in a car, dropping one man and his tools 
and materials at a location. The last man 
retraces the route in the evening, picks up 
the other three. 


Non-Critical Labor 


Most weatherstrip installers are over 40 
years of age, with background in carpen- 
try or other “handy-man” occupations; 
they are not too difficult for the dealer to 
get ahold of. 

The oilheating dealer can start selling 
weatherstrip with little if any special in- 
vestment, with little trouble getting work- 
men, with liberal FHA installment terms 


available if needed, and with a convincing 
sales story for two-fifths of all the homes 
in his community. 
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New Yorkers Hold 
Annual Field Day 


GOLF, SOFT BALL and a Tug-of-War, 
moistened with plenty of beer, featured 
the annual outing and field day of the 
New York Oil Heating Association at the 
Roslyn Engineers Club, August 20. At- 
tendance was larger than expected, but 
facilities were ample for all. 

The ball game between manufacturers 
and dealers was tied at 16-all until the 
manufacturers scored in the 10th inning. 

Dealers won the tug-of-war following 
the game to make the odds even. 

George Dotsauer (Taco) was golf 
champ for the day and won the silver 
trophy for the second successive year. 

George Gregory (Preferred Utilities 
Mfg.) won the Old Timers Club field 
activity silver trophy. 

Prizes this year were awarded as usual, 
but in the form of war bonds and stamps. 








VAUDCA 


¥% The Nation’s No.1 *% 
Biggest-Selling Oil Burner 


ALL MODELS 
available for 
IMMEDIATE 

SHIPMENT 


QUIET HEET MFG. CORP. 


135 New Jersey R. R. Ave. 
Newark, N. J. 








QUIET-HEET 


O/L BURNERS 





Approved Unt ds CS75-42 


Co mmercial 
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DONGAN 


TRANSFORMERS 


FOR DEPENDABILITY 


ole) [ey \ Bisse iien Ul icme@er 
2981-2991 Franklin St., Detroit, Mich. 
“The Dongan Line Since 1909” 





September 


1942 
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THREE BIRDS WITH ONE STONE 








Field Controls 


Help WAR-RESTRICTED DEALERS To 
Serve Their Country, Their Customers 
And Themselves MORE Effectively 


WITH each FIELD installation, YOU make a worth- 
while profit, YOUR CUSTOMER reduces his fuel 
consumption from 5% to 25%, and YOUR UNCLE 
SAM gains too! To Uncle Sam each installation 
means MORE FUEL for strictly War Production 
needs; MORE SPACE in over-burdened tankers 
and railroad cars for strictly war consignments. ... 
— IF your heating line is restricted, FIELD CON- 
TROLS offer the opportunity to keep sales and 
profits UP! There is a FIELD CONTROL for every 


installation — from the largest industrial boiler 
down to the smallest residential space heater — 
coal, oil or gas. . . . — Wouldn't you like full in- 


formation on this fast-selling, easily installed line? 








9 Out of 10 Heating Plants Need A 
Field Draft Control - Savings Usually 
Effected Range From 5% Up To 25% 






’ COMMERCIAL 





6’ TYPE U 


FIELD CONTROL DIVISION <x: 
MENDOTA, ILLINOIS “=: 








Serves an Amazing 









Variety of Uses 


In hundreds of diversified applications . . . 

from ventilation of a battleship to clearing 
of dust in the air of a talcum powder plant... 
AIR-MAZE Filter Panels are depended upon to 
do a job, efficiently and economically. 


In planes, to protect the motors; in trains, to 
provide dust-free ventilation comfort; in printing 
plants, to clear the air of entrained ink; in hotel 
and restaurant kitchens, to eliminate fire hazard 
from grease; in factories and warehouses to pro- 
tect products and provide clean air for workers; 
in munition plants; in paint spray booths; in 
paper mills; in institutions and private homes 

. wherever air filtration is needed to protect 
delicate machinery, to speed production, to pro- 
mote health and comfort . .. AIR-MAZE Filter 


Panels are proving their amazing versatility. 


Their complete adaptability to every air filtra- 
tion problem is made possible by the scientific 
baffle-impingement principle embodied in every 
type of AIR-MAZE Filter Panel — which gives 
them better than 98 per cent filtering efficiency 
without clogging. 


AIR-MAZE Filter Panels need no 
replacement. They can be cleaned 
again and again for renewed top- 
notch performance. They are fire- 
resistant — approved by The Un- 
derwriters’ Laboratories. They are 
sturdy and lasting. . 


Write for our engineers’ recom- 
mendations on your air filtration 
problem. 


AIR-MAZE CORPORATION 
5230 Harvard Ave., Cleveland, Ohio 
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FYRITE 
TEST KIT 


COMPLETE 


$29.30 


Hoadyuartr 


Precision Instruments 
That Simplify 
Combustion Tests 
© 
BACHARACH 


Industrial Instrument Co. 
7000 BENNETT STREET 
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er Repairing ||| Replacing Kon 


TUTHILLIWPUMPS 








Sundstrand—Viking—Webster Pumps 
Motors—Transformers—Controls 












PITTSBURGH, PA. 


Parts for all Types of Burners 











METRO SUPPLY COMPANY 


15 HENDERSON STREET 
Day: Everett 266 
Phone { Riviit: Maldes 2661 


EVERETT, MASS. 
{ 






































Free Service Charge 


(Continued from page 24) 


(i) To which the service was not sup- 
plied during March 1942 at the higher 
price, and 


(ii) To which the service was not sup- 
plied during March 1942 at a lower price 
after the price rise, unless supplied pur- 
suant to a firm commitment entered into 
before such price rise 
shall be the seller's highest offering price 
for supply to such class of purchaser dur- 
ing March 1942, or, if he had no such 
offering price for supply to a particular 
class of purchaser during March 1942 the 
highest price charged by the seller during 
March 1942 to a purchaser of a different 
class, adjusted to reflect the seller’s cus- 
tomary differential between the two 
classes of purchasers. 


No seller shall evade any of the provi- 
sions of this Maximum Price Regulation 
No. 165, as amended, by changing his 
customary allowances, discounts, or other 
price differentials. 


No seller shall require any purchaser, 
and no purchaser shall be permitted to 
pay a larger proportion of transportation 
costs incurred in the supply of any ser- 
vice, than the seller required purchasers 
of the class class to pay during March 
1942 in sales of the same or similar types 
of services. 


All dealers or individuals selling oil- 
burner service are required to keep rec- 
ords and file a report, on or before Sep- 
tember 10, 1942, addressed to Consumer 
Services Section, War Price and Ration- 
ing Board, Office of Price Administration. 


§ 1499.108 Base-period records and 
reports. Every person selling services for 
which, upon sale by that person, maxi- 
mum prices are established by Maximum 
Price Regulation No. 165 as amended 
shall: 


(a) Preserve for examination by the 
Office of Price Administration all his ex- 
isting “records” relating to the prices 
which he charged, the rates, or the pric- 
ing methods and charges which he used 
for such of those services as he supplied 


during March 1942, or during the ap- 
plicable base period, his offering prices for 
supply of such services during such 
month, or period, and an appropriate de- 
scription and identification. 

(b) Prepare on or before September 1, 
1942, to the full extent of all available 
information and records and thereafter 
keep for examination a statement show- 
ing: 

(1) The highest prices which he 
charged for services supplied during 
March 1942 for which prices were regu- 
larly quoted in that month together with 
an appropriate description and identifica- 
tion of such services; 

(2) The rate, if any, or the pricing 
method and charges, if any, regularly 
used during March 1942; and 

(3) All his customary allowances, dis- 
counts, and other price differentials in 
effect during March 1942. 

A duplicate of this statement shall be 
filed, on or before September 10, 1942, 
with the appropriate “War Price and Ra- 
tioning Board of the Office of Price Ad- 


ministration.” 















HAGO 


NOZZLE KITS 
2 SIZES— 


PockeT-sizE Kit contains 12 





MERCOID 





THE ONLY 


i ul es A AIM 








nozzles and 10 strainers. 
SERVICEMAN’S Kit contains 18 
nozzles, strainers and adapters 
as specified and necessary tools. 
(Spray nozzles 30°, 45°, 60°, 
70°, 80°, 90°). 

Haco Nozzles are accurate, 
well-made, suited to war-econ- 
omy needs. Write, wire or phone 
for prices on nozzles and kits. 


HAGO PRODUCTS 











Herman Harsch—-Ludwig Goetz, Proprietors 


592 Hawthorne Ave., Newark, N. J. 
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MA MERCURY SWITCH 
EQUIPPED 

CONTROL LINE 
Hermetically sealed corro- 
sion-proof Mercoid switches 
are approved by time and expe- 
rience. They assure better per- 
formance and longer control life. 
THE MERCOID CORPORATION 
4219 Belmont Ave. Chicago, Illinois 
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No wonder dealers find the Jack- 
son Convertor Attachment a best 
seller! It modernizes gun-type 
burners. Improves combustion 
efficiency marvelously. Easily in- 
stalled on blast tube. Quiet and 
odorless. Ties in with govern- 
ment oil conservation program. 
Enables you to do a profitable 


war-time _ business. 
F R E E Prompt shipment. 
CATALOG Write today for 


catalog. 

Jackson Oil Burner Co. 
4388 Pacific, Detroit, Mich. 
Eastern Rep.: 











L. A. Root, 25 Prospect St., 





OIL 


SAVINGe 





Milford, Conn. | 








PREFERRED DORAFT-A-JUSTOR 
THE ORIGINAL. 
AUNDREDS OF THOUSANDS IN USE. 
Holds the draft constant in the fire box. S 
Scientific draft control for the 
smallest to the largest jobs. 


Stove. domestic. and 
commercial sizes from 
4" to 24” in diameter. 


(industrial sizes from 
24” x 24” to 5’ x12’. 


WRITE FOR LITERATURE AND TRADE PRICE 


PREFERRED UTILITIES | MFG. CORP. 
33 West 60th St.. New York. N.Y. 


STILL THE BEST. 






ffice: 839 Beacon St. 











Thermostats 
(Continued from page 17) 


first installed. Radiation or convection ef- 
fects, as well as wall effects or vibration 
effects which tend to increase the tem- 
perature differential in the room, should 
be avoided in the effort to cut fuel needs. 


Although for a given relative humidity 
there is a fairly definite range of tem- 
peratures over which the average person 
will feel comfortable, nevertheless, this 
range will change with the seasons and 
with individuals. Moreover, for a particu- 
lar individual under particular conditions 
there is a fairly wide spread of tempera- 
tures between the “feeling too cold” and 
“feeling too hot” limits. If we are to save 
the maximum fuel possible, we must no 
longer set our thermostat to a good aver- 
age temperature at which most individuals 
in most weather conditions will feel com- 
fortable. No! We must now take advan- 
tage of the adjustments on our thermo- 
stats. We must keep the temperature at 
the lowest point that is comfortable to 
those present. This means we must be pre- 
pared to change the setting from time to 


time to keep it in this lowest “comfort- 
able temperature” position, as the seasons 
and humidity vary. 

We must be willing to do this and to 
be sure that our entire heating system is 
running in an economical condition. A 
thermostat inspection and maintenance 
investigation made in conjunction with a 
thorough survey of the complete system 
will insure this. 

We may do it for ourselves to save on 

our fuel bill. 

We may do it to experience the least 

discomforts when fuels are rationed. 

We must do it as a part of our war ef- 

fort to conserve essential civilian and 
war materials.— 
For we know that correct thermostat op- 
eration can conserve fuel. 
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Blackmer Pump Co., Grand Rapids, 
Mich., has issued a bulletin (No. 400) on 
its line of “Ezy-Kleen” strainers, stressing 
the importance of protecting pumps by 
using strainers in intake lines. 


John M. Fernald 


JOHN M. FERNALD, chief of the Air Con- 
ditioning and Refrigerating Division of 
the War Production Board, died Tues- 
day, July 28, after a brief illness. He was 
¥2. 

Formerly general manager of the Baker 
Ice Machinery Company, of Omaha, Ne- 
braska, Mr. Fernald came to Washington 
in November to serve on the board. He 
was with the contract distribution di- 
vision. 

From 1936 to 1938 he was president of 
the Refrigerating Machinery Association. 
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N. Y. Police to Enforce 
ODT Conservation Orders 


POLICE OFFICIALS in New York, both State 
and local, are being mobilized to enforce 
truck conservation orders of the Office of 
Defense Transportation, under an agree- 
ment between ODT and the New York 
State War Council. It is expected that 
other states will adopt similar measures in 
the near future. 
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Precision drillers 
since 1870 


Bulletin on request. livery on 







Order BALLOFFET NOZ- 
tenance, repairs, and replace- 


. . Balloffet’s more 


tion today. 


BALLOFFET DIES AND NOZZ 








CONSERVE Olt 


“emergency main- 


FUEL O1 


atomization saves 


WAR ON WASTE! 


Increase efficiency of oil by keeping 
heating unit free from excess soot. 
All oil soot in fire chamber and 
flues vanishes instantly when sprayed 
with E-Z Fuel Oil Soot Destroyer. 


SOor pestnoveR 


DISTRIBUTORS: Write for fine proposition. 
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sential in conserva- 
Immediate de- 
rated orders. 


LE CO., INC. 


SUTTEN 


Enclosed find check ( 
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HEALY-RUFF COMPANY, 797 Hampden Ave., St. Paul, Mini 
money order ( ). 


Me, 0 6 es. 53 $!.00 No. 5 size........ $4.50 








"Send the following prepaid: 





Spray Gun........ $.75 
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FUELOIL & OIL HEAT CLASSIFIED ADVERTISING 


Insertions are payable in advance. The rate is 75 cents per 
line, with a minimum charge of $4.50 for six lines or less. 


OUR SYSTEM FOR AUTOMATIC FUEL OIL DELIVERIES used by 
more distributors than any other method! It’s simple—cuts 
cost—saves gasoline and tires. See your trucks last through the 
war. Install Now and meet all Government regulations. 
DEGREE DAY SYSTEMS, 51 W. 42nd St., New York, N. Y. 











WRITE US for descriptive literature of our Oil Burner Elec- 
trodes and Accessories. Specialty Sales & Service Corp., 
138 Holden Street, Minneapolis, Minn. 


parley emk— SUPPLIES 
KEN TINNED “SOFSTEEL” TUBING replaces copper. Bends 
and flares easily. 50’ coils. Sizes 1/4, 5/16 or 3/8” o.d. 
DEALERS SAVE MONEY—write for our catalog of all installa- 
tion accessories and replacement parts for oil burners, stokers 
and automatic heating. Robert Barclay, Inc., 130 N. Peoria 
St., Chicago, IIl. 








BURNERS BIG, BURNERS SMALL, BOILER AND 
FURNACE UNITS. Burners for Nos. 3, 5, and 6 oil— 
Yes Sir, we have ’em. 
CHALMERS OIL BURNER COMPANY 
318 1st Ave. N., Minneapolis, Minn. 





SAVE TIME. SAVE WORK. INSURE ACCURACY IN FIGURING FUEL 
OIL DELIVERY TICKETS. Use our price charts—from .001 to 
21.9 cents. A card for each tenth. Price only $1 per chart. 
Very useful. Protected by “Fuel-O-Film” plastic cover. DE- 
GREE DAY SYSTEMS, 5] W. 42nd Street, New York, N. Y. 





DISTRIBUTOR DESIRES TO PURCHASE 275-gallon 14-gauge oil 
storage tanks, and Mpls.-Honeywell R117A protecto-relays, 
thermostats, etc. State description and prices FOB Chicago. 
Box 452, FUELom & Oi HEAT, 232 Madison Avenue, New 
York, N. Y. 





WANTED—used or new oil tanks, any size. Also oil burners 
and controls. HASKO UTILITIES CORP., 121 East 27th Street, 
New York, N. Y. 
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PERFORMANCE-PROVED 


Oil Burner Ignition Electrodes, Insulators, Cables, Bus Bars, Assemblies 


More than a million in use today! 


DIELECTRIC PRODUCTS CO. 
245 CUSTER AVENUE ¢ JERSEY CITY, NEW JERSEY 


September 
1942 





Everyone, today, has a duty to perform. Ours, however, is a double duty—we are serving 
our country by producing vital materials—we are likewise trying to serve our customers’ 
essential needs to the very best of our productive ability. Toward the satisfactory accom- 
plishment of these two tasks we are directing our complete facilities and our entire efforts 
for the duration. Brodie Meters, too, are serving the armed forces of our nation, as well 
as on supply lines at home. Write today for information on Brodie Meters. 


RALPH N. BRODIE CO. Ine. 


953 Sixty-first Street, OAKLAND, California, U. S. A. ¢ Cable Address: “BRODICO” 
Division Offices: Chrysler Building, NEW YORK CITy e 59 East Van Buren, CHICAGO 
302 South Pearl Street, DALLAS, TEXAS 


REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 


Bropie Ga METERS 


SINCE 1927 


—— 
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A duty well done ecc! / \ Award of the new Army- 
/ 


/ Navy “E” flag to Gilbert 
a new cover mination | & Barker ‘for high achievement 
" in the production of war equip- 
ment” signalizes much more 
than the satisfactory perform- 
ance cf a temporary assign- 
ment. 

In June 1939, with threats to 
European peace mounting daily, 
Gilbert & Barker turned from 
the manufacture of gasoline 
pumps, service station equip- 
ment and oil burners to build 
the tools of war. First units pro- 
duced under that initial con- 
tract were nearing completion 
when the opening guns sounded 
in the attack on Poland. 

In the months that followed, 
demands of the Army and Navy 





upon the skills and capacities of 
Gilbarco men and women were 
heavily increased. It is a tribute 
to these American war workers 
that all such demands have been 
more than filled. 

The flag that rises over our 
plant today salutes that effort. 
It flies as a constant reminder of 
the urgent need for the war ma- 
teriel we make, out there on 
fighting fronts. It inspires us to 
even greater exertions in the 
critical days to come. 


ILBARCO 


_WEST SPRINGFIELD, MASS. 








